Fifteen Cents a Copy One Dollar a Year 


7 Ss 











In This Issue: 


Editorials 


How to Write Collection Letters That Will Collect 
J. K. Novins 
Letting Down Territorial Bars to Increase Sales 
K. H. Lansing 
Good Trade Mark a Business Asset of Value 
State Highway Contracts Should Be Let in Fall 
Letter by Herbert Hoover 
“Aaron Steel—Chicago” Daniel L. Hanson 
Strong Recovery to Follow Economic Depression 
L. W. Alwyn-Schmidt 
Mill Supply Jobber Expanding 
Metric System Not Adapted to Shipbuilding 
America Holds Her Own Future Howard Coonley 
Jobber Advertising Necessary Ernest H. Smith 
Advertising as a Form of Business Insurance 
The Industrial Outlook 
Pageant of Progress Boosts Mill Supply Industry 
Ideas Should Be Preserved H. R. Totten 
Tips For Salesmen Frank Farrington 
Four Aids in Selling 
Timely Tips From the Field 


Published by The Crawford Publishing Co. 
Ente’ md-class matter August 3d, 1917, at the post r= ‘ ° 
office % “Chicago, Illinois, under the act of March 3d, 1879, 537 South Dearborn Street,, Chicago, Tl. 


















A New “Genuine Detroit” 
Product 


Here is a new Detroit Force Feed Oiler, which 
provides automatic, positive and dependable lubri- 
cation for all types of steam engines, gas engines, 
pumps and air compressors. 

Direct drive, exact oil delivery, accurate regu- 
lations, simple mechanism, positive adjustment, 
better sight feed and convenient flushing device 
are some of the distinctive features incorporated | 
in its design. 

The Model JTS is a standardized product, made 
in one feed and furnished complete with neces- 
sary fittings for easy and substantial lubrication. 

It is a ready seller and profitably carried in 
stock by jobbers and dealers in Mill Supplies. 
Write for our Special Dealer’s Prices. 


Detroit [UBRICATOR (OMPANY, 
DETROIT.U.S.A., 
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Design 
. Material 
Sell Workmanship 
Themselves Finish 
Reputation 
Service | 
| SAGINAW MANUFACTURING COMPANY | 
| SAGINAW, MICHIGAN 
| « 
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Building your belting business 
on bed rock— 


HE sales representatives of the Chicago Belting 
Nee Company’s “built-for-the-overload” leather 
Oe \ “Chicago | belts are all men or firms who believe in associating 


: — themselves exclusively with the marketing of those 
NS = Z Asts : . 

PER) Lonzes products that are acknowledged leaders in quality. 
eed They wisely appreciate that in so doing they 
ria are successfully meeting today’s competition and 
oS at the same time building four square for the future. 


Chi Helting Comp 
NEW YORK Manufacturers of Leather Belting NEW ORLEANS 
BOSTON + Los ANGELES 
PITTSBURG 119 NORTH GREEN STREET SAN FRANCISCO 
CLEVELAND PORTLAND. ORE 


MILWAUKEE CHICAGO, US.A. SEATTLE, WASH 


Chicago“Belting 


—the ability of dealers and 


jobbers to make fall deliveries of brushes and 
brooms — necessary for September to November sales — 
depends on placing their own orders with the factory now. 

















Sell It is our opinion that present curtailed consumer demands will result 
Brushes” in a splendid impetus beginning in September and this business spurt 
0 will create a rush of brush and broom inquiries and sales. 


Therefore be prepared. Have the necessary stock in stock. Purchasing 
agents are urged not to delay their brush and broom requirements. 


Order today for fall delivery. Ask for catalog 17. 


Indianapolis Brush & Broom Mfg. Co. 


Indianapolis, Indiana 


CAPITAL Brushes Brooms 
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“SATISFIED” 


That Is What You Will Say After Trying 


C.D. RAILROAD UNIONS 


The Unions With the Brass Valve Seated Disc 


NO GASKETS REQUIRED 
DURABLE, ECONOMICAL AND SAFE 


ILLINOIS MALLEABLE IRON Co., CHICAGO, ILL. 


s Z Manufacturers of a Complete Line of MALLEABLE AND 
Shade of Mears Sette aie CAST IRON PIPE FITTINGS Write for Catalogue 


Furnace Matleable Iron 
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This mark is you 


®eFile Insurance 


. DELTA FILES 





The Highest 
Grade File Made 


**The File You Will Eventually Use’’ 





DELTA FILE WORKS, PHILADELPHIA, PA., U. S. A. 











a. W. O. Davey & Sons a Ge tee 
Friction Board and Oakum 


of time-tested, time-proven 
70 Years QUALITY are back of 
every piece of goods bearing the DAVEY stamp 







Davey’s 
guarantee 
means 
satisfaction 
or your 
money 


back. 
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You are assured you are giving your customers the BEST when you sell them DAVEY’S 
goods. You protect yourself, at the same time, against “kicks” and “‘sore,”’ dissatisfied trade. 
Try us with a sample order—your others will follow. 


W.O. DAVEY & SONS, 164 Laidlaw Ave., Jersey City, N. J. 


LEIGH H. DAVEY, Presiden - E. S. DAVEY, Secretary Wm. O. DAVEY, Treasurer 
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GEARS 


SPUR BEVEL 
MITER WORM 
MORTISE WHEELS 


With Cut or Machine Molded Teeth 





Made of Cast Iron, 
Semi-Steel, 
Cast Steel, 

Steel Forgings, 
Bronze and 
Rawhide 


We have the most complete line 
of gear preparations and _pat- 
terns in the country. 


Let us quote you prices. 


H.W.CALDWELL&SON CO. 


LINK-BELT COMPANY, OWNER 


17th Street and Western Avenue CHICAGO 
50 Church St., New York, 711 Main St., Dallas, Tex. 
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American Injector Co. 
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Get Our Prices 
Before Putting in 
Your Stock Order 
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Engineers’ 
Red Book 
Free for 


Asking 
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A Remarkable 
Machine— 


HE utility and convenience of “Toledo” 
Drives for operating geared pipe thread- 
ers and cutters are universally conceded 

by those who have given this remarkable 
machine a trial. 


It increases the efficiency of geared pipe tools 
almost a hundred fold. Takes the place of 
ratchet handle, and attaches or detaches ex- 
actly the same and just as easily. It is instantly 
interchangeable and operates tools five times 
faster than by hand. 


If your trade uses geared threaders and cut- 
ters, there is a ripe and potential market for 
the “Toledo” Portable Power Drive. 


Are you fully profiting by its splendid sales 
possibilities in your territory ? 


Write us for our new Catalog “F.” 


The Toledo Pipe Threading Machine Co. 
Toledo, Ohio 


New York Office, 50 Church St., New York City. 
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There’s no marking time 
in Oster sales methods 


Tight threads rapidly 
cut—rapidly repeated 


Clean-cut threads repeated 
with absolute accuracy to 
size on pipe after pipe are 
produced with least bother 
and exertion by Oster 
Bull-Dog Die-Stocks. Mov- 
ing a lever to the left 
throws the dies open at 
end of cut, instantly re- 
leasing the pipe. Throw- 
ing the lever back again 
resets the dies automatic- 
This is 


Bull- 


ally to exact size. 
just one of many 
Dog selling features. 


EGARDLESS of the world-wide acceptance of the 
proved quality of Oster pipe-threading equipment 
—regardless of the established and dependable demand 
for Oster tools, the Oster policy of aggressive advertis- 
ing to old users and new prospects continues in sup- 
port of every Oster distributor. 


By direct mail into your territory and by a magazine 
campaign, 843,000 man-power strong, the 5 Big Oster 
Features of Oster Bull-Dog Die-Stocks are emphasized 
and reiterated to your customers. 


Quality of work produced plus continuous education 
explains why Oster tools mean consistent new and re- 
peat business for supply houses which feature Oster 
equipment. 


THE OSTER MFG. COMPANY 
Cleveland 


Pipe-Threading Specialists for more than a Quarter-Century 
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A Sure Cure for Transmission Troubles 


The President of a large manufacturing company was talking to his 
Mechanical Superintendent about an extension in their line shaft 
equipment. 

“Tom,’’ said he, ‘‘I will buy for our new shop just what you choose 
after careful consideration, but as you are the one who is responsible 
for any troubles due to poor equipment, be sure you make your choice 
with care. Do not court any trouble you can foresee. What style of 
bearings did you have in the old shop, Tom?” 

“‘Medart Ring Oil Splits,’’ replied Tom, ‘‘with double-brace hangers.” 
**How long were they in service?”’ 

**Eleven years.’’ 


Double Brace Four-Way- “‘How much trouble did you have?’’ 

Adjustment Drop Hanger oe ee 

Frame—heavy and strong No trouble whatever. 

Rie Ouve tO it Bob “Well, Tom,” said the President, ‘‘we know what we can expect, then, 
bitted Bearing having if we again equip with Medart Ring Oil Splits. Looks like Medart’s 
steel spring wiper. order.’ 


This conversation is an actual occurrence which indicates the 
experience of hundreds of America’s largest manufacturers. 


Whatever else can be said about various other types of bearings, 
Medart Ring Oil Splits are noted for their ability to stay in 
service many, many years with “no trouble whatever.” Most 
practical engineers, maintenance men and erecting millwrights 
choose this style of bearing because it has the fewest possibilities 
of trouble that may halt production. 


Even when repairs are required it is never necessary to disturb 
other equipment to remove Medart Ring Oil Splits for replace- 
ments or rebabbitting. 


Besides their wonderful efficiency, Medart Ring Oil Splits are 
decidedly economical and offer quite a saving in first cost alone. 


Everyone interested in transmission equipment should know 
more about Medart Ring Oil Splits. Send for full information, 
together with Catalog No. 26 and Supplement 1-A. 


Medart Patent Pulley Company 


General Offices and Works: 
St. Louis, U.S. A. 


Office and Wareh : Cinci ti Offices: Chi and Philadelphi 
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»>MEDAR?> «eazs EVERYTHING “LINE SHAFTING EQUIPMENT 
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- WOOD 

‘ SPLIT 

Me PULLEY 
SOLD? 


“The Reeves’’ Wood Split Pulley is not 
sold (or so considered by its manufacturer) 
when gathering dust in the dealer's racks. 
Rather is it sold when on the lineshaft, pull- 
ing the full load of a belt and delivering 
that satisfaction which acts as a criterion 
for all other pulley service. 


And the customer is not sold on “The 
Reeves" until he comes back for more 
pulleys, basing his repeat orders on the 
performance of his first pulley. 





The dealer, likewise, is sold when his 
margin of pulley profits starts mounting, 
when his customers demand “‘The Reeves,” 
and when he expresses his satisfaction at 
jobbers and dealers the advertising co-operation and personal 

service given him by the manufacturer. 


REEVES PULLEY CO., 


Columbus, Indiana 


Chicago Branch, 
Corner Clinton and Monroe Sts. 


Sold exclusively thru 

















ENGINEERING SERVICE 


Put your power transmission problems up to The Hill Clutch Company's engineers. 


Send us the roughest kind of pencil sketch showing what your customer wishes to accom- 
plish. Our engineers will solve his problem and we 
will then submit sketches and estimate. This will place 
you under no obligations; it is simply Hill Clutch Com- 
pany’s service and it is absolutely free to all Supply 
Dealers and any others interested in power transmis- 
sion. It is a pleasure for us to serve you as engineers 
as well as builders of machinery. We manufacture a 
complete line of efficient power transmission machin- 





Sectional View ‘i ‘ ‘ oe 
Hill Collar Oiling Bearing ery, including the well known Hill Friction Clutch 


Cleveland Type (Smith Type) and Hill Collar Oiling Bearing. 


Catalogue and Bulletin upon request. 


General Offices and Plant New York Office 
Cleveland, Ohio THE ff CLUTCH Co. 50 Church St. 
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The GIANT 


co-operating with 
auxiliary equipment N 


Is Pulling 


maximum loads in some of -\merica’s largest 
plants. 


The UNIVERSAL GIANT COUPLING— 
through a remarkable positive grip — welds 
“MEMBER OF lengths of shafting together as effectually as 
ae though the entire line were a single piece 
en Since 1876 this simple coupling has been iron- 
ing out transmission difficulties for manufac- 
turers in every field. 





And it is only one of the many in 





NEW YORK. vu. 


THE OO LINE 


of appliances which are pulling maximum sales for 
progressive dealers all over the land. 


\ range of Power Transmission machinery suffi- 
ciently wide to cover every possible need—and an 
extensive advertising campaign—combine to bring 
dealers exceptional returns. 





Investigate our co-operative plan TODAY. 
Ask for Catalog 55. 











T. B. Wood’s Sons Co. 


Chambersburg, Pa. 
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Announcement 


To Manufacturers who sell only through Jobbers 


You are cordially invited to join us in the “Back 
Your Jobber” Campaign. 


We started this campaign several months ago 
primarily for jobbers handling Ovalhole Packings. 
It met with such widespread approval that we opened 
the gates to all jobbers realizing that a movement of 
this kind could not be confined to the jobbers hand- 
ling our products. 


If you sell through mill supply jobbers, you are 
interested in anything that will help them secure 
business. This campaign is planned entirely for the 
jobbers benefit as its purpose is to pursuade the con- 
sumer to buy from the jobber instead of the manu- 
facturer who sells direct. 


If you are interested, write today. 
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Ovalhole Packings Always Back the Jobber 


THE HOLLOW CENTER PACKING Co. 
J]276 West THIRD STREET 
CLEVELAND, OHIO. 


Canadian Office, 50 Lake St., Toronto 
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O-B Gate Valves 


and what The Engineer 
Says of Them 


The Engineer, who is responsible 
for steam pressure is in the best po- 
sition to tell the qualities ef an O-B 
Valve. 

He says “I never go near O-B 
Valves except to open and close them, 
and then they function with a mini- 
mum of trouble.” 


The Ohio Brass Company 
Mansfield, Ohio 


50 Church Street 343 S. Dearborn Street 
New York Chicago 
710 Witherspoon Bldg., Philadelphia, Pa. 


Wm. P. Horn & Co., Pacific Coast Agents 
Los Angeles Portland Seattle San Francisco 




















109 Advertisements For You 


That many advertisements on Jenkins Valves appeared 
during the month of August— it is the average number 
appearing each month. They are advertisements that 
tell of Jenkins superiority, sales messages directed to the 
valve buyer in your territory. It is publicity that is 
ever before the buyer regardless of his location, or busi- 
ness. 


Each is an advertisement for you, for it urges that the 
purchase of Jenkins Valves be made through supply 
houses. 


Jenkins Valves need no introduction; they are constantly 
before the valve buying public. Space is consistently 
and liberally used in the Saturday Evening Post, Literary 
Digest, home owner magazines, and in fifty and more 
architectural, engineering, power plant, plumbing and 
steamfitting, trade and technical publications. 


Genuine Jenkins Valves are in demand for every service. 
Can you supply them? 





JENKINS BROS. 


New York, Chicago, Philadelphia, Boston 
Montreal, London, Havana 


FACTORIES: Bridgeport, Conn.; Elizabeth, 
N. J.; Montreal, Canada. 














When writing to Advertisers please mention Mitt Svuppties. 11 











NLL QuUPPILUES 











Hammer Profits 





There is something more than a cash profit 
in every Pexto Hammer you sell. 


The unusual quality, adaptability, long life 
and beautiful finish guarantee a satisfaction 
and approval that will return a good will profit 
of considerable value. 


They are forged from special steel and tem- 
pered to an extreme toughness. The handles, 
which are shaped to fit the hand, are made 
from selected second growth white hickory. 


Pexto Hammers are the result of expert 
workmanship, unusual care and inspection from 
beginning to end. 


The finish, style and balance are all that is 
expected in a Pexto tool. The line is com- 
plete and covers practically every style of 
hammer in common use. 


Pexto Hammers are guar- 
anteed and _ stay sold. 














HE PECK ,STOW & WILCe 
CLEVELAND, OHIO, U.S.A. 


x Co. 
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It is profitable to 
line up with 
Adam Cook’s Sons, 
and sell Albany Grease 


Engineers have known Albany Grease 
since 1868—a quality product, and one on 
which they can depend and secure the best 
results. 


Albany Grease is a tallow compound—a 
temperature grease that feeds only as 
needed. It gives perfect lubrication to 
shafting and machinery. There is no drip, 
no waste—all the is consumed in 
doing useful work. 


grease 


And it is an advertised product—the 
trade is continually reading of the advan- 
tages of Albany Grease in the advertising 
pages. Our campaign sends business to the 
dealer who stocks Albany Grease. 


You can build business that will stay 
with you by “lining up” to sell Albany 
Grease, which shrewd engineers demand. 
The Company’s liberal 
dealer sales policy is pre- 
sented in detail in the 
booklet pictured here. 


Ask for a Copy—No Obligation 




















=< 




















AZAK 
BELTING 


we— 











dealers to become distributors 

of Azak Belting, we sold it di- 
rect to factories and mills in various 
industries. 


Le EFORE we asked mill supply 


We did this for two reasons: (1) 
to keep close tab on all installations 
and observe its pulling and wearing 
qualities and (2) to make it known 
to belting users and create business 
that could be turned to our dis- 
tributors. 


Azak fulfilled our expectations. It 
gave full satisfaction in scores of 
industries, in hot and cold tempera- 
tures, in dust and dirt and in dry 
and damp airs. It proved itself as 
good as the best leather belting and 
it cost the user 25% less. In many 
installations it was shown to be 
even better than leather. 


The quality has been proven and 
demand created. One dealer in a 
territory will be given a protected 
agency; real protection as well as 
selling assistance will be part of the 
agreement. Write or wire us to re- 
serve your territory for you unless 
you know it is already assigned to 








another dealer. 


CARTON BELTING COMPANY 


ESTABLISHED 1899 


| | 
| 








>< 

















Oe gO Adam Cook’s Sons 52 Everett St., Allston District, 
YL SeaECRTEE 708 washinston se BOSTOR MASS. 
pons we pal nla New York 
| C-91 
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LUNKENHEIMER 


“QUALITY — 


SINCE 1862 
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NKENHEIMER 


Valves and 
ngineering Appliances 


VALVES, of Bronze, Iron or Steel for lines carrying 
Steam, Liquids or Gases. 
Globe, Angle and Cross; Gate, Check, Throttle, 
Safety Non-return Stop, Pop Safety, Relief, Blow- 
off, Etc. 


BOILER MOUNTINGS, 
Water Columns, Water Gauges and Gauge Cocks, 


Fusible Low Water Alarms, Injectors, Whistles, 
Etc. 


LUBRICATORS, for Steam, Gas, Gasoline and Oil 


Engines and Air Compressor Cylinders. 


LUBRICATING PUMPS, Hand and Mechanically 
Operated. 


OIL CUPS, Glass or Bronze Body, with or without 
Sightfeed. 


GREASE CUPS, of Bronze, Iron or Steel with Auto- 


matic or Screw feed, Etc. 


With a record of more than fifty-eight years of success LUNKENHEIMER 


Valves and Engineering Appliances offer the user a service unequalled. 


The name LUNKENHEIMER is a guarantee for safety, service and satisfac- 
tion, because of the LUNKENHEIMER method of manufacture a _ perfect 
knowledge of the condition and actual performance of an appliance is had be- 
fore it leaves the factory. 


The completeness of the line makes them highly desirable stock articles for 
supplying local requirements, and Lunkenheimer Sales effort and Lunkenheimer 
Advertising direct users and prospects to you. 


Concentrate on LUNKENHEIMER PRODUCTS and share in this constantly 
increasing, desirable and profitable Engineering Appliance business. 


THE LUNKENHEIMER ¢e: 


——e" QUALITY "=— 


LARGEST MANUFACTURERS OF 
HIGH GRADE ENGINEERING SPECIALTIES 
IN THE WORLD 
NEW YORK 


cHicaco. CINCINNATI — fonoon 


EXPORT DEPT. 129-135 LAFAYETTE ST., NEW YORK 
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For Drilling in Tough 
Heat Treated Material 
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After thirty years development, this 
sensational hot rolled drill has conclusively 
demonstrated the superiority of its work 
in hard drop forgings, cored steel castings 
and alloyed steels equally difficult to drill. 


Special advantages of design and construc- 
tion bring about the special superiorities 
that enabled it to win practically every 
competitive test in which it took part. 


Its wide flute and 32° helix angle affords 
more than ample chip clearance for deep 
drilling. The uniform increase in the web 
thickness gives unusual strength and tor- 
sional resistance which eliminates all 
“chatter.” The increased helix angle to- 
ward the point provides a sharp shearing 
action on the stock being drilled. 


Made Exclusively By D. T. D. 


No otherconcern has ever produced a twist 


The wide flute 
insures ample 


drill by this special hot rolled process which 
has been patented by the Detroit Twist Drill 
Company and used by them exclusively. 
Blanks of high tungsten, high speed steel 
are fluted by being passed heated through 
specially built and patented rolls. This 
operation gives a refined and uniform grain 
and a desirable compactiiess to the steel 
structure at the vital parts—the center and 
outer edges. Then the fluted blank is 
twisted in specially designed automatic 
machines which insure absolute accuracy. 


Increased Production 


Exhaustive tests show that DD hot rolled 
drills increase production at least twenty- 
five per cent. Manufacturers and shop 
owners called upon to do deep drilling in 
tough metals are urged to write for com- 
plete reports and data which substantiate 
this claim. They will be sent without cost. 


Double-D hot 
rolled drills now 





chip clearance for 
deep drilling. 





availablein sizea 
from }4" to 14" 


Detroit Twist Drill Company, Detroit, Michigan 


45 Warren Street, New York 


Hurt Building, Atlanta 


Canadian Detroit Twist Drill Co., Limited, Walkerville, Ontario 


ROLLED 
DRILLS 
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Where the trade of the World’s most productive river valley 
is gathered for world-wide export—the third export city of 
the United States. 


A city of romance, of stirring history, of mingled peoples, with 
industrial and commercial activities as varied as the blood of 
its citizens. Rapidly forging ahead in manufacture, yet 
chiefly occupied in commerce —lumber, rice, cotton, sugar 
handled in tremendous volume at its busy docks. 


NICHOLSON FILES 


are firmly established in the favor of New Orleans mechanics 
and are distributed through-out the South by New Orleans 
merchants—generally preferred because of 100% 
UNIFORMITY-—a dozen perfect files in every dozen. 


NICHOLSON FILE Co. 












PROVIDENCE .R.I..U.S.A. 
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Why the man selling GOopRICH BELTS 
wears a smile every morning 


Here is a picture of a machine shop, and the following comment from the chief 
engineer: 


“I thought possibly you would appreciate having a picture of a belting installation that is 100% 
COMMANDER. You will remember about a year ago, I told you we were building a new machine 
shop, handed you a bunch of blue prints and told you to belt it. At the time there was nothing 
said about the quality or construction of the belts. That was left entirely to you. When we 
received the invoice I noticed that every belt in the shop was of your COMMANDER in various 
widths and plies. 


“This machine shop is an extremely busy place, working at full capacity every hour in the day. 
To my knowledge there has never been a belt replaced since the original installation and every 
belt has given absolute satisfaction. We appreciate from the service we are receiving that you must 
have given each one of these drives very careful consideration and want to take this opportunity 
of telling you that this kind of service and attention is not going unnoticed, but is extremely grati- 
fying and further confirms our idea that the combination of GOODRICH qualities and service is 
good enough for us to tie to.” [This user’s name furnished upon request. } 


Isn’t this the way you want your customers to feel? All right, sell GOODRICH Belts. 
THE B. F.GOODRICH RUBBER COMPANY, Akron, OHIO 


Goodrich 


CONVEYOR 
ELEVATOR C TS 
TRANSMISSION 
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Standardization on Sherwood 


Helps Jobbers 


With engineers everywhere standardizing on Sherwood 
Engineering Specialties, jobbers who handle this superior line, 
are assured an ever-increasing volume of business. 


It’s because Sherwood Specialties make good on the hardest 
iobs —do the most work for the least money —lower the ulti- 
mate cost for engineering specialties to a minimum —that 
engineers are demanding the products built by Sherwood. 


Are you getting your share of this business? 


Sherwood helps jobbers secure business—supports them with 
effective advertising—refers to them all inquiries from steam 
power plants— gives them real sales assistance in addition 
to the usual cooperation, including catalog pages and 
direct by mail literature. 


SHERWOOD MANUFACTURING COMPANY 
BRASS FOUNDERS AND FINISHERS 
Sole Manufacturers of Sherwood Engineering Specialties 


BUFFALO, N. Y. (22) 
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View of the engine room 

of the Frank P. Miller 

Paper Company, East 
Downington, Pa. 


Have you received a 
copy of the Sherwood 
Book? It is well worth 
reading. It describes all 
Sherwood products in- 
cluding injectors, eject- 
ors,oil pumps, flue 
cleaners—a complete line 
of power plant equip- 
ment ranging from fusi- 
ble plugs to grease cups. 


Write your name and 
address on the margin of 
this page. Forward it to 
us, and we will send the 
Sherwood Book to you 
by return mail. 
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NATIONAL PIPE 


The Recognized Standard 
of Wrought , Pipe Quality 
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Ask for “NATIONAL” Bulletin No. 11—History, Characteristics and The Advantages of ‘‘NATIONAL”’ Pipe. 
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HE belt on the cross drive is an 
ALEXANDER DREADNAUT 
DOUBLE, driving a wringing machine 
which handles 720 pieces of soaked 
leather a day. 
Alexander has been running this job for 
four years, delivering the power smoothly 
and continuously for ten hours each day. 
This Alexander Dreadnaut Double 
thrives on water; although continually 
wet during the day, it is given a hose 
cleaning each night. 







ALEXANDER (jee) BROTHERS 
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Plant and General Offices: Philadelphia 


Branches 
New York Chicago Greensboro London 











N this year of lessened business activity 

the relative value of the special order, 
the emergency replacement, is greater than 
ever before. Our policy for the past thirty- 
five years has always been to ship this type 
of order in twenty-four to forty-eight hours 
following receipt. Perhaps this is why our 
special order department listed more busi- 
ness in the first six months of 1921 than 
ever before. We are proud of this extra- 
ordinary record and consider it a just 


tribute to LIMESTONE quality and service. 








The Ohio Valley Pulley Works, Inc. 
Maysville, Kentucky 
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MEXICO BIDS FOR FRIENDSHIP 


From the land of the lizard, cacti, bandit, and 
revolution, comes the announcement of an indus- 
trial exposition with a cordial invitation for 
American manufacturers to participate. The 
country sponsoring this industrial exposition, in 
connection with the celebration of the hundredth 
anniversary of its independence from Spain, is 
Mexico. 

Not so very long ago an influential publisher in 
this country advocated a poliey of military inva- 
sion and political absorption of Mexico to very 
obviously selfish ends. What a program of this 
kind would have cost in dollars and lives is hard 
to estimate. It is agreed that it would have been 
enormous and its results disastrous. 

Cooler judgment finally prevailed in dictating 
our attitude toward Mexico at that time, and we 
are rewarded by seeing a nation, for vears torn 
by revolution and disunited by greedy factional 
differences, assume a character of unity and a 
spirit of progressiveness. Let American mann- 


facturers exhibit their wares in Mexico City and 
give thanks that a nation in a position to do us 
incaleulable harm, if antagonistie, is anxious to 
establish industrial 
lead to political amenity. 


closer relations whieh will 





THE WAY TO RESUME 

Kvery person knows there is something the 
matter with business—all business. Business is 
becalmed, and whistling will not raise a breeze to 
fill our industrial sails. The winds blow when 
and where they listeth, that’s a cinch. 

‘*Raising the wind”? is all right, if by chance 
vou know how to do it, but there are fewer ama- 
teur or professional wind raisers than rain 
makers, so the better way is to plan to equip 
your industrial or mereantile ship with depend- 
able motive power. That means a definite move, 
and as soon as you begin to make purchases to 
carry out your plans, vou furnish others with 
the motive power to move a ship or a fleet. 

That means the only way to resume is to 
resume. Business men are too generally waiting 
for the other fellow to start something. We have 
changed in a few months from radicals to con- 
servatives, and it is possible we are now over- 
playing our conservative hands. If ten million 
farmers each purchased one hundred dollars’ 
worth of farm implements during September, our 
agricultural machinery manufacturers would nat- 
urally see a billion dollars’ worth of product 
move, and to them business would look fine. In 
1920, it is estimated, mill supply distributors pur 
chased approximately one and a half billion dol- 
lars’ worth of manufactured goods from our 
mills and factories. No one expects them to buy 
in that proportion today, but if they had a little 
more confidence in the future, and would decide 
to even up depleted stocks reasonably, at this 
time, the factories would immediately feel it, more 
idle men would be emploved, and the raw mate- 
rials market in many lines would also realize that 
business was finally on the up-grade. Anyone 
with vision can easily fill in this skeleton plan, 
and realize the result. Only by concerted action 
ean anything be accomplished. It means that 
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everyone—clerk, mechanic, common laborer, dis- 
tributor, small storekeeper, railway president and 
captain of industry—-nust put his shoulder to 
the wheel and see that it turns over. Then keep 
it going. The plan is not quite as simple as it 
reads, but it can be put over, and every individual 


Pessi- 





is and can be responsible for its suecess. 
miism and conservatism should have already 
reached = their ultimate usefulness, and now 
exhibit themselves only as drags on business 
recovery, 

In the September issue ot The Dodge Idea will 
appear an editorial captioned ** Are You Willig 
to Worry »»? It’s too long for reproduction in 
full, but ifs-last two paragraphs carry a fitting 
close for the thoughts that precede. Here they 
are: 

‘What industry needs today is fighting men ai 
the head of it; men with ability to analyze and 
fight — not waiters, but go-getters. Industry 
needs men who will keep purchases of today on 
a par with the same proportion which existed 
three vears ago between sales and purchases. 

Executives whose fighting ability is a tradi 
tion should be relegated to the scrap heap or 
give some post in the organization where their 
supine attitude towards present conditions will 
not interfere with the healthy recovery of busi- 
ness to ‘normaley,” which will only come when 
new blood is placed in a position of power—new 
blood with the ability and willingness to worry. 


»9?9 


Are you willing to worry? 





WHITHER DRIFTING? 

Samuel Gompers says the unemployment situa 
tion in this country is a crime. Idle men ought 
to be earning: $27,500,000 a day. Were they earn 
ing it, they would have that much additional to 
spend. True, of course, but Mr. Gompers pre 
sents no plan that would produce either the money 
or the jobs. The Private Soldiers and Sailors 
Legion declares unemployment is not the result 
of economic conditions, but a conspiracy of fitian- 
cial interests to force wage earners into a state 
of economic helplessness to gain control of the 
Wage situation. Congressman Kitchin asserts 
with a great deal of warmth that the Republicans 
are framing an income tax bill that will relieve 
the rich and prosperous of their tax burdens, and 
pass them along to the poor. Others declare Ger 
man industrial competition will ruin us. 

Decidedly a gloomy outlook for the United 
States, were it not for the fact that we have great 
reserves of foodstuffs, that great crops are being 
harvested and are selling at fair prices; that we 
are holding a large proportion of all the gold in 
the world, with many nations in our debt to the 
extent of billions of dollars, and that our banks 
are in an exceptionally sound condition. None of 
these things spell panie or bankruptey. 

Readjustment has been talked of until the word 
has a hateful sound, but it is still proceeding 


throughout the world, and is far from the end. 
Wages are coming down, in some cases very 
slowly, and people are being forced into econo 
nies in expenditure that are painful. The manu 
facturer, the distributor and the retailer all feel 
the absence of sales and profits. It would be ex 
tremely interesting to have Gompers work out a 
plan, or attempt to, by whieh mill supply manu- 
facturers could increase their sales to an extent 
that an appreciable addition to their factory 
forces would be possible. That would automati- 
eally supply a market through the mill supply 
distributor to the mines, mills, factories and rail- 
ways, and without further delay business would 
he booming and all our industrial troubles would 
be at an end. In the face of things as they really 
are, Mr. Gompers’ building trade unions in Chi- 
cago are out-of work as a result of demanding 
410 a day for eight hours’ work, and building is 
at a standstill and union men as well as innocent 
bystanders are having rent increases foreed on 
them. 

Farmers are selling new crop and ‘frozen’ 
surplus stocks very freely, with the result that 
frozen bank loans are thawing out, so that banks 
are now showing ample funds to finance new ei:- 
terprises, and interest rates are slowing down. 
The railway administration seems likely to secure 
$500,000,000 with whieh to pay that amount owed 
by the government to the railways, and when that 
is done railway managers say they will be in a 
position to spend a billion dollars on maintenance 
and replacements. Then with a sensible and work 
able tariff bill and tax laws cutting off the excess 
profits taxes, and making the law retroactive to 
January 1, 1921, there is a very good chance that 
the country will show marked signs of pulling it 
self out of the hole early in the fall. 





MORE HASTE—LESS WASTE 


, 


The plumbers’ union has a clause in its agree- 
ment with employers which reads: ‘*A journey- 
nan cannot go to work by bievele, motorevele, or 
automobile.’ Evidently it believes in the theory 
that haste makes waste. Judge Landis, however. 
says: ‘*T cannot see why such a clause should be 
in the contract. If a man can afford to I don’t 
see why he shouldn’t go to work by the quickest 
way possible.’’ 

This is just one of the clauses objected to by 
Judge Landis in only one of the proposed agree- 
ments with employers, of the 47 building trades 
unions, submitted to him for approval. He 
handed back to each their agreements, with sue- 
gested changes, and until every agreement. is 
changed to meet with his approval he will make 
no decision in regard to wages. 

To two crafts he made the following prediction 
and offered the following advice: ‘‘Gentlemen. 
vou are headed straight for jail. You had better 
hire a lawver.”’ 

It is common knowledge that almost inealeulable 
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waste has occurred in the past few vears in the 
building industry. Duplication of effort, poor 
management, slack production and arbitrary labor 
regulations are blamed. When traced to its source, 
in nearly every instance, this waste was found 
to be caused by a slowing up of processes that 
should be conducted with the greatest rapidity. 

As a glaring example of this we have the 
restriction of output due to union rules. Among 
these are the wasteful labor regulations requiring 
skilled men to do the work that could be per- 
formed by unskilled, restricting individual incen- 
tive through requiring uniform wages, limiting 
the number of apprentices, excessive reduction of 
working hours, restricting output by prohibiting 
the use of labor saving devices, and jurisdictiona! 
regulations which distribute certain types of work 
to different trades, frequently without regard to 
expense, 

In many instances these working agreements 
violate both state and federal laws dealing with 
restraint of trade. There is but one solution. As 
Will Hays, postmaster general, so cryptically puts 
it: **What the American people need is a few 
less Don’ts and more Let’s Go!”’ 
less waste will solve the problem. 


More haste and 





VALUATION OF IMPORTS 

The following letter, sent out by the American 
Valuation Association to the focuses the 
nation’s attention upon a topic that is of particu- 
lar import to every mill supply manufacturer and 
jobber in the United States—the new tariff bill 
now before congress. 

“The ‘Made in Germany’ stamp on 
offered for sale in this country is becoming as 
prevalent as before the war, if not more so. With 
thousands out of employment and factories all 
over the country closed, this is something that 
needs immediate attention. 

‘Shall the ‘gold-starred’ mothers who made 
the supreme sacrifice during the war be made to 
bear further hardships through the unemploy- 
ment of their remaining sons and daughters while 
Germany is permitted to make restitution through 
the development of her industries while our fac- 
tories remain closed? 


press, 


goods 


‘Our soldier boys, back from months overseas 
Where they served in the American army at $30 
a month, are today out of work, many of them 
down and out, while German soldiers are working 
day and night manufacturing goods to be sent to 
this country. 

‘*We do not want to place the wage*seale in 
America on par with that in Germany, where 
labor is paid in marks equivalent in American 
money to $5 or $6 per week, but unless some check 
is placed to the flooding of the American market, 
such a drastie step will be the only one to keep the 


wheels of industry turning in this country. Pro 
tection to American industry is needed. The 


tariff bill, now before congress, plans to afford 
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such protection, but so long as duties on imports 
are based on foreign valuations, or rather under 
valuations, and rates of exchange remain so 
abnormal, proper protection can not be obtained. 
The proposed substitution of American valua- 
tions in the tariff bill is the most feasible plan. 
As Secretary Hoover says *There is practically 
no other alternative.’ 

“The American valuation plan has nothing to 
do with rates. It merely provides that such rates 
as congress may establish are to be imposed on 
the American market value rather than foreign 
value. The protection afforded American indus- 
try would be substantially the same as it would 
he if the duties were Imposed upon foreign values 
under normal conditions.”” 

The adoption of the American valuation plan 
asa part of the revenue bill now pending will go a 
long way toward bringing about an equitable 
adjustment of trade conditions unbalanced by the 
late war. It would allow for the greatest freedom 
of movement in the operation of the law of supply 
and demand without the entrance of the question 
of price as a disturbing factor. For these reasons, 
it behooves every manufacturer believing in the 
protection of American industry, and every work- 
ing man and woman who believes in the continua- 
tion of the present standard of living conditions, 
to give the American valuation plan unqualified 
support, and insist upon its adoption as a part of 
the pending revenue bill. 





EMPLOYMENT PLUS A SAVING 

Secretary Hoover, in a recent bulletin to gov- 
ernors of the several states advocating the letting 
of state highway contracts in the fall instead of 
in the spring, points out that such a move would 
not only offer work to the vast army of the now 
unemployed, but would also effect a saving in 
enabling many contractors to give employment to 
some of their staffs through the winter instead of 
imposing it at a higher rate upon the short sum- 
mer construction season. 

In this idea, he is unanimously supported by 
the committee of engineers representing engineer- 
ing societies, general contractors, and represent- 
atives of state highway departments called 
together to make a systematic study of what 
could be done to promote employment at this time. 

Any discrepancy between the figures on con- 
tracts let this fall and those let next spring 
arising through falling prices and possibly lower 
railroad rates could be cared for through the 
making of provisional contracts so that such 
difference would accrue to the state. 

While any saving effected through the adoption 
of this suggestion would be welcome, far more 
welcome would be the reduction of unemployment 
it would bring about—especially through the 
winter months. This latter relief should earn for 
it, at least, a fair trial. 
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Howto Write Collection Letters That Will Collect 


Collection Letters With Individuality Win Out — Several Effective 
Suggestions You Can Make Use of That Will Make Collecting Easier 


J. K 


Collecting slow accounts is at its best a play on 
human nature. Recently a prominent credit man 
stated that 99 out of every 100 persons in the United 
States are honest. The fact that a customer is tardy 
in his payment of 


a bill does not necessarily mean 
that he is dishonest. 


Many factors ought to be taken 
To discover the salient ‘actor and 
approach the credit customer accordingly is the best 
thine to do under the circumstances. 

The person whom the average mill supply dealer 
fears most is the credit customer who fully realizes 
that there are many others who are indebted to the 
same concern for various amounts of money. He is 
not alone in his plight, and he therefore feels a cer 
tain amount of protection. The very same letter sent 
him goes to hundreds of others on your books. 


into consideration. 


To overcome this attitude, give your collection let- 
ters a certain amount of individuality. Give the credit 
customer the impression that you have u personal 
interest in his account. One way is to send him a 
registered letter, with the request on the envelope 
that the letter be delivered only to the person ad- 
dressed and that the latter sign a receipt for same. 

This gives the credit customer the impression that 
he is a special mark. The fact that he signed a receipt 
for the communication leaves him guessing as to your 
next move. He is aroused over your intentions to 
push the case to the limit—to prosecute him to the 
fullest extent. 

He is in doubt as to your next move, and nine to 
one he will want to settle the bill right away, or to 
make part payment, in order to avoid further com- 
plications. 

Another thing the mill supply man can do under 
the circumstances is to take the matter out of the 
hands of the bookkeeper and address the following 
letter to the delinquents: 

“Our bookkeeper today handed me a list of long 
outstanding accounts. 

“*T have dunned these people until I am blue in 
the face,’ he complained, ‘and I am about discouraged 
with the job.’ 

“Just to prove to him that he was wrong I promised 
right then and there to give the matter my personal 
attention. I wagered the bookkeeper that I would 
write to these people, and I would prove to him that 
they are really gilt-edged accounts. 

“IT am personally interested in your account. I 
wonder just what the cause for the delay is.. I have 
faith in you and in your intentions, and | know you 
will pay up. Our needs right now, however, are 
urgent, and I would appreciate it as a personal favor 
if you will let us have your check by return mail. If 
you cannot send full amount, send us at least a part 
of it. It will help us a lot just at this time. 

“T want to show our faithful bookkeeper that I was 
right in sizing up my overdue accounts. You can 
help a lot by sending your check right away, or bring 
the check in person and hand it to our bookkeeper. 
You will see his cheeks flush and his eyes brighten. 


NOVINS 


I enclose stamped and _ self-addressed envelope in 
which to send check.” 

Here is another collection letter that was sent out 
by a certain mill supply jobber.. It is a good example 
of straight-from-the-shoulder frankness that carries 
with it a great deal of refreshing individuality and 
goes straight to the heart of the delinquent. Of course, 
this sort of letter will be effective only with certain 
classes of delinquents: 

“You have read collection letters where a fellow 
tries to kid himself and you, too, about ‘oversight’ 
and so on. Well, we want to be different! 

“If we deal with just the faithful facts our con- 
clusion is that the reason you have not paid is because 
you haven’t had money enough to go all the way 
around. 

“Sometimes the fellow who makes the biggest howl 
is the one who gets his money first, but this plan 
would not work with us, and we are placing you in 
the position we would take, presuming that you feel 
as we do. 

“Instead of worrying you with repeated ‘duns,’ we 
just want to appeal to your sense of fairness. If you 
owe other bills that are older than ours, then we 
guess it is up to us to await our turn; but if not, 
don’t you think it would be only fair to let us have 
our money next? 

“Let us have a few lines from you today so that we 
may know how to figure on collections. If you just 
can’t send us a check in the mail tonight, give us an 
idea as to when you think you can. We certainly will 
appreciate this little courtesy; it wouldn’t take much 
of your time, and it will help us a whole lot.” 

Sometimes it pays to inject a little humor and 
human interest in your collection letters. Instead of 
the stereotyped reminder that a check is due on this 
and that date of the month, a certain concern in New 
York printed up a lot of blotters, each 6 inches long 
and 314 inches wide. On the blotter is a picture of 
a farmer boy casting his fishing hook into a pond 
and drawing forth a wiggling flounder, which is 
labeled “Check,” in cartoon fashion. The farmer boy 
exclaims, “Thanks!* We certainly need that one in 
our business.” The worm can alongside the stooping 
farmer boy is labeled, “10th of the month; bills due.” 
In the background is a picture of the establishment. 

Of course, this method is most effective where small 
sums, installment accounts, are involved. 

Even the hardest of slow pay will often soften as 
the result of an appeal in which the writer makes 
skillful use of human interest and humor. Where 
the stereotyped collection letter will be delegated, 
unread, to the nearest waste basket, the collection 
letter couched in novel language and bristling with 
human interest will be read, will arouse the sports- 
man’s pride, and oftentimes will result in instanta- 
neous settlement of an account. 

To make the desired appeal, first learn the factors 
responsible for tardiness of payment, and then write 
your letter accordingly to overcome them. 
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Letting Down Territorial Bars to Increase Sales 


What the District Sales Manager Told the Mill Supply House Chief 
About Needless Restrictions in His Territory That Hampered Sales 


E. 


Taking a territory map from his desk drawer, the 
district sales manager of the mill supply jobbing house 
looked at it critically as he spoke to the president of 
the concern. The map showed heavy, blue-penciled 
lines representing boundaries of territories already 
acquired and assigned to different dealers, with blue 
circles around every point where a dealer was sta- 
tioned. Red lines outside the blue boundaries indi- 
cated adjacent territory which it was desirable to 
annex as soon as possible. 

“There are too many barriers in our field, between 
dealer and dealer, at least in my district,” the district 
manager said bluntly. 

The president looked surprised. He placed much 
confidence in his district sales manager, but this 
remark seemed to him a trifle wild, especially as some 
of the dealers weren’t doing any too well in the 
territory they already had. 

“What do you want to do?” asked the president, 
equally blunt. “Get the dealers in a mix-up, trespass- 
ing on one another’s territory? Some of ’em are 
hardly holding their own in what they’ve got.” 

“No, | don’t want to make any of them discontented, 
or belligerent,” replied the sales manager. “What | 
want to do is to get them selling more supplies, so 
we can get more orders from them. Won’t do to 
analyze motives in business, you know. Sell’s the 
2 od word.” 

“Well, you can’t arouse any antagonism in me that 
way, said the president. “But how do you propose 
to persuade them to sell more?” 

“As I was telling you, there are too many restric 
tions, bunkers and palisades in this territory,” con- 
tinued the sales manager. 

“Ah, I see. It’s all very simple,” essayed the presi 
dent, his eyes twinkling with a not unpleasant sar 
castic spirit. “You mean to tell them, ‘Boys, the bars 
are all down. No more boundaries. You, Tom, can 
poach on Dick’s preserves, and you, Harry, now and 
then can slip something over on both Dick and Tom. 
The United States is your field—go to it!’ Henry 
Ford stuff. Everybody happy cruising around in the 
field the other fellow developed by his hard work, 
ingenuity and money. One huge family, the slogan. 
Sell anywhere—everywhere; only sell! Is that it?” 

“Well,” replied the sales manager, “maybe vou are 
going a little too rapidly for my engine, but the ter- 
minal may be the same, in time.” He could not repress 
2 smile as the president looked at him as curiously as 
if he were a new kind of bug, just caught and impaled 
on a pin, ready to be stuck on a cork slab as soon as 
the twirling examination had ended. 

“Look at this map,” continued the sales manager. 
“Brandon has told me time and again he cannot sell 
Egbert, who is an especially desirable customer, accus- 
tomed to giving large orders. Just now these large 
orders are going to our foremost competitors. And 
here, just across this dividing line, is Thorkildson, 
who is almost chummy with Egbert, and has been for 
vears; but Thorkildson can’t sell Egbert, for he can’t 
trespass on Brandon’s bailiwick. If he could cross 


LANSING 


over, he could land Egbert’s trade in less than no time. 
That’s a nice mess of beans, isn’t it? Look again. 
Here’s an almost similar situation between Thompson’ 
and Durand. If they could trade off over night, they 
could land lots of each other’s customers they can’t 
touch now. Sometimes the case is a stupid grouch, a 
personal affair which prevents a customer from buy- 
ing of one dealer. Another time it will be because 
our competitor in the district has a better hold on the 
customer than the particular representative of our 
house who is dealer there, whereas our dealer across 
one of these little dinky boundaries could, were he 
able to bridge the chasm, get the customer for us in a 
jiffy.” 

“But we shouldn’t permit our dealers to develop 
‘orouches,’ as you call them, with customers without 
our making heroic efforts to patch them up. This 
‘seeing red’ on slight provocation is positively ruin- 
ous to any business. Old Hoosis, the multimillionaire, 


was wrecked because he told his rival to go there too. 
Can’t it be arranged so that Thorkildson can get 
Brandon’s customer for once? Can’t the rule be 


relaxed a little, for profit?” 

“Just consider,” said the sales manager in a sooth 
ing manner to the rotund president, who was fairly 
spluttering with excitement. “You have either got to 
stick to rules, however disagreeable and unsuitable, 
or drop them altogether. You'd have complaints and 
cries of injustice by the score, if one dealer found 
he could poach on another and get away with it. Our 
next meeting with our stockholders would be a 
shambles, a Donnybrook fair. Instead of a secretary 
to record, you'd need a husky bouncer.” 

“Is it your proposition to have all boundary regu 
lations dropped, then?” asked the president, looking 
up keenly at the sales manager over the tops of his 
eveglasses, the increased blood pressure causing the 
broad ribbon attaching them to his top vest button to 
vibrate. “You know, I rather suspected that, as soon 
as you started off.” 

“What I think we need,” asserted the sales manager, 
“is a change in the boundaries at this time, or per 
laps, if you will, in the system of making the boun- 
daries, so that, for a time at least, the rule of ‘hands 
off’ as between actual territory and territory can 
continue to be observed.” 

‘By George,” exclaimed the president, “I don’t 
believe I follow you. Perhaps I’m a bit obtuse today, 
but I feel as if you were leading me all around Robin- 
son’s barn and then tipping the barn over.” 

“Let me make myself clear,” said the sales manager 
“T firmly believe it would help not only us and our 
dealers, but, through our example, all other mill sup- 
ply houses, or any house where territorial boundaries 
have been found too restrictive, too intensive, to break 
down most of these individual barriers and substitute 
groups of dealers where only one dealer was before, 
but in greatly enlarged territory. I firmly believe, too, 
that it would produce more sales from the inception. 

“There would then be much less chance—indeed, it 
would probably eliminate such a chance—for such 
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complications as have arisen between Brandon and 
Vhorkildson. Arrangements could be made more 
easily whereby the dealer most friendly to the cus- 
tomer could get his trade, instead of having that trade 
kept from both by stupid, false barriers and retained 
expressly for our competitors. When circumstances 
like this have arisen, it has proved the surest and 
swiftest way of feeding our competitors with trade we 
should have. 


“Then, very gradually, as the dealers get control of 
their ‘wings’ in the big, open field, and learn to fly— 
and I think it is not chimerical, or visionary—all bar- 
riers could be removed, and, indeed, the United States 
could very well be their territory; the best dealers 
would get the most business, the unprofitable ones 
would be shaken out, and the jobbers would distribute 
more than ever. We're here for good, that’s certain.” 
How the matter was settled, the future will tell. 
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Good Trade Mark a Business Asset of Value 


The Prestige of a Well Selected Name of Inestimable Value in Building 
Good ill and Benefiting by the Cumulative Effect of Constant Advertising 


Want to spend a few millions of dollars?) Try to 
buy one or two well known trade marks. Here is 
what some of them would cost: 

The president of the National Biscuit Company 
recently stated that the trade mark “Uneeda”—which 
has been flattered by more than 400 imitations and 
infringements—was worth more than $6,000,000 to his 
company, or over $1,000,000 a letter. A valuation ot 
$5,000,000 has been placed on the trade mark “Coca- 
Cola” by an officer of that company. In a recent plan 
to dissolve the American Tobacco Company, its trade 
marks were valued at over $45,000,000 out of total 
assets of $227,000,000. 

\nd what is the basis upon which these valuations 
are made?’ For the most part, it is the advertising 
value of a well selected name. It is common knowl- 
edge among advertisers that everything that is sold 
is advertised, regardless of whether millions or not 
one cent has been spent for printers’ ink or adver- 
lising space in newspapers or magazines. Any sales 
effort is advertising, because sales effort is associating 
a need with the means of filling that need, which, in 
the last analysis, is advertising. 
some manufacturers who think that a 
mere description of their product in enough in adver- 
tising it. These fall short in their attempt to make 
their advertising accomplish what it should. Ask any 
man who is familiar with automobiles to tell you 
what kind of car is passing as you stand facing some 
busy thoroughfare. He will comply by naming it. 
“That’s a Roamer,” he will say, not, “That’s an alumi- 
num bodied, stream lined, wire wheeled automobile 
manufactured by the Barley Motor Car Company.” 
lhat is the way 90 percent of all commodities bought 
today are designated, not by their superior qualities, 
or by the name of their manufacturer, but by their own 
particular name. 


There are 


\s each successive campaign is carried on in adver- 
tising an article and its good will is firmly and more 
firmly established in its market, the value of the name 
of the article benefiting by the cumulative effect of 
this advertising continues to become enhanced. It is 
in this way that trade marks— trade names 
their value. 


derive 


Considering, then, the possibilities of trade marks, 
is it not patent that they should be well selected? 
Should not the greatest care be exercised before the 
final selection is made? And after the selection is 
finally made, would it not be well for each manufac- 
turer to ask himself the question, “Is my trade mark 
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really mine?” ‘To make this point entirely clear, let 
me cite a concrete instance of one manufacturer who 
asked himself this question almost too late. 

There is a story current in advertising circles of a 
candy manufacturer who plied his trade in a certain 
college town. He had been making candy of a very 
superior quality for twenty years, and its name was 
a byword whenever candy was mentioned by students 
or graduates. One day a friend of this manufacturer 
met him at one of the college reunions and listened 
attentively and with more than friendly interest to his 
tale of the remarkable success of his candy. Now, 
this friend happened to be a lawyer, and very natu- 
rally considered the legal aspect of the situation, to- 
wit: Here is a manufacturer of a very high grade 
candy that has almost national sale. He has given 
the candy a specific name—his trade mark. Imme- 
diately the question presented itself, Is his trade mark 
really his? He asked his friend if he had registered 
his trade mark, and, when advised in the negative, 
asked permission to perform this legal service for 
him. After some few objections on the ground of it 
not being necessary, and therefore a needless expendi- 
ture of time, energy and money, the manufacturer 
finally consented. But when application had been 
made to the proper authorities in Washington for 
registration, it was found that the name being used 
by this manufacturer had been registered some five 
years before he started making his candy, and that 
he was not only unable to register the name he was 
using, but he would have to adopt a different name 
or make himself liable for infringement. There was 
only one thing to do. A new name was selected, 
unknown by those who had become familiar with the 
old name; the cumulative effect of twenty vears of 
advertising was lost, with its established good will, 
and a new start had to be made. You may be sure, 
however, that the new name was duly registered. 

This is only one instance where a manufacturer has 
had to give up the name he had been using for years. 
Countless manufacturers have found that trade marks 
they had been using for years were .either the prop- 
erty of others or were not acceptable for registration. 
It follows that manufacturers of mill supplies who 
are not protected take advantage of the benefits that 
are to be derived from a well selected brand name, 
and to make sure that the name they decide on is not 
only acceptable for registration but is not already 
registered and the property of some one else. If the 
product is exportable, see to it now that you are pro- 
tected in foreign countries. 
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State Highway Contracts Should be Let in Fall 


Decreased Costs and Alleviation of Unemployment Situation Shows Advisability 


of Letting State Highway Contracts 


SECRETARY OF 
It is now general practice in most states to let road 


building contracts in the spring. 
credited by 


This practice 1S 
engineers as being an avoidable waste. 
lor many reasons given below, if road building con- 
tracts were let in the fall or early winter, these wastes 
would be avoided. 

Fall letting of contracts, this year, would have the 
added advantage of advancing the road building pro- 
gram of the country, which for 1920, outside of towns 
and cities, involved approximately $450,000,000, and of 
reducing unemployment. 

Approximately 50 percent of the $450,000,000 for 
highway improvement for 1920 was expended under 
the direction of the state highway departments. The 
remainder is expended under the county and_ local 
commissioners. 

Kall letting in 1921 for contracts to be started in 
the late winter and early spring of 1922 involves 
federal aid funds. Adequate funds have been made 
available for carrying on the joint program of coopera- 
tive road work between the states and federal govern 
ment of most of the states. The last federal aid 
appropriation was alloted to the states on July 1, 1920. 

By December 1, of this vear, there will remain of 
the entire allotment for federal aid funds approxi- 
mately 58 millions of dollars not under contract, but 
of this sum approximately 35 millions will remain in & 
states, and by December 1, 1921, it is estimated that 
22 states will have all of their federal funds under 
contract. 

In addition to the highway construction depending 
on federal aid, fall letting of contracts would tend to 
release road construction funds in towns and cities. 

The advisability of awarding contracts in the late 
fall or early winter has been an open question for 
several vears, but since the experience of 1919, when 
major portion of the country’s hard surface highway 
pre jects was carried over incompleted to the following 
vear, the plan has been generally favored. The Bureau 
ot Public Roads has encouraged early letting, and in 
a letter from the chief of the bureau, Thomas H. Mac 
Donald, to the state highway departments in October, 
1919, its opinion was expressed as follows: 

“Contracts should be awarded as early as possible, 
that the contractors may know the amount of mate 
rials they will require at different points, and they 
should be encouraged to place their orders for mate 
rials requiring rail transportation as far as possible in 
advance of the time they will be actually required. 
From the experience of this year, and in view 
of the greatly increased program of next year, it seems 
apparent that contracts which are not awarded during 
the winter months will have little opportunity of being 
supplied with materials which require rail hauling.” 

Transportation service for delivering materials is 
the difficulty pointed out in the bureau’s approval of 
fall letting, but this is only one of 
which the plan affects. These factors, 
detail, have an important 


several factors 
later treated in 
economic influence upon 
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m the lLall Instead of im the Spring 


HERBERT HOOVER* 

lighway building as an individual industry and upon 
ether industries which are related to or particpate in 
construction. They are the direct result of establish- 
ing, first, a longer construction season, and, second, 
the possibility of doing interseasonal work. 

In the middle west in the spring letting there were 
142 working days for grading and 104 working days 
for concreting, compared with the longer time in the 
fall letting, of 207 working days for grading and 142 
working days for concreting. 

One of the most vital factors of highway cost has 
heen found by road builders to be continuous trans- 
portation. The bureau of public roads in addressing 
state highway departments has said: “Railroad trans- 
portation has become too important a factor in the 
amount of work which can be accomplished to allow 
it longer to be regarded as incidental.” 

\ late start in the spring has been found to make 
the greatest demand for transportation in that industry 
coincide with the peak demand for transportation in 
numerous other industries, and some action is needed 
to make the demand more uniform. In the present 
condition of the railways their equipment would be 
inadequate to meet this demand, if the country’s indus 
trices were operating normally. Recent reports from 
the American Railroad Assceiation show that the car 
riers now have 134,000 cars less than at the transpor 
tation peak of 1920. In order that shippers may be 
served satisfactorily it is reduce the 
maximum demand by separating the peak loads of 
various industries. 

Mr. Daniel Willard. president of the Baltimore & 
(hio Railroad, said in regard to early shipments: 
“Tam inclined to believe that the railroads with their 
existing facilities could perhaps handle all the busi 
ness offered during a twelve months’ period, providing 
it were offered uniformly throughout the entire period, 
but that of course is exactly what does not happen, 
and it is certain that the railroads with their present 
facilities are not able to take care of the possible peak 
loads, and this is why I think it wise to urge upon all 
who can do so to ship now.” 


necessary to 


\ start two months earlier in the spring would 
bring the peak demand for constructions transpor- 
tation that much earlier, and would utilize many of 
the cars now idle at the beginning of cach season. 
Therefore, it may be said that any means whereby 
the peak demand of late summer can be reduced will 
afford better transportation service for all shippers. 
The experience of Illinois would indicate that such a 
means has been found in the early start afforded by 
fall letting of contracts. 

Two months added to the present will 
increase the working time approximately 25 percent, 
and with it the seasonal output. This inerease, com- 
bined with constantly improving methods of handling 
material, will in all probability 
departments a 
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season 


assure the highway 
satisfactory mileage of roads. 

carried from 1920 in Oregon have 
produced a condition similar to that obtaining when 
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Backing that boosts 


To be a Dodge dealer is to have a backing 
that no other power transmission machinery 
dealer in your city can possess. ; 


There is no other power transmission ma- 
chinery manufacturer in the country who is 
so well equipped, both as to organization 
and variety of output, to insure the success 
of his dealers. The Dodge dealer not only 
has at his command a large personnel and 
plant; he is able to draw upon an output of 
scope and quality unequaled anywhere. 


When there is added to this the convenience 
of the branches throughout the country that 
minimize the time between the taking and fill- 
ing of anorder, it isnot surprising that Dodge 
dealers are always the progressive element 
among power transmission machinery dealers. 


We will gladly say more to live dealers who 
care to write. 


DG@DGE 


Power Transmission Machinery 


Dodge Sales and Engineering Company 


Distributor of the Products of the Dodge Mfg. Co. and the Dodge Steel Pulley Corp. 
General Offices: Mishawaka, Ind. Works: Mishawaka, Ind. and Oneida, N. Y. 
Canadian Plant: Dodge Manufacturing Co. of Canada, Ltd. Toronto and Montreal. 


Philadelphia Cincinnati New York Chicago St. Louis Boston Atlanta Pittsburgh 
Minneapolis Houston San Francisco Seattle Newark 
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LEIMAN BROS. 


There are no delicate parts in 
these machines—nor fine adjust- 
ments to get out of order. Just 
great big, husky parts that are 
made to last—made to do a day's 
work without showing any ill 
effects. They take up their own 
wear, and so actually improve 
with use. 


A good steady blast of air 
without puffing—a nice, steady 
vacuum that can ke used with 
confidence in testing. An all 
around machine for pressure or 
vacuum. State your require- 
ments in detail—we will advise 
what machine to use and how 
best to use it. 


ROTATION COUNTER CLOCKWISE 


Agitating Solder Iron Heaters 
Aerating Wrapping Machines 
Singeing Massaging Machines 
Branding Laboratory Work 
Preheating Blow Pipes 
Assaying Glass Blowing 


Brazing Gas Pumping 


Annealing Testing Meters 
Soldering Pressing Irons 
Forging Cash Carrier Systems 
Hardening Church Chimes 


Oil Furnaces Calliopes 
Gas Furnaces 
Coal Furnaces 


Suction Chuck 


Drying Grain 


Milking Machines 


Fruit Evaporation 


Some purposes for which Leiman Bros. BLOWERS and VACUUM PUMPS may be used 


Paper Feeding Devices 
Printing Presses 
Mailing Machines 
Box Nailing Machines 
Testing Gas Fittings 
Melting 
Tempering 
Wireless Telegraph 
Blowing Diri 

from Machine 
Glass Bending 
Atomizing 
Spraying 
Blowing Chips 

from Machines 


AND MANY KINDS OF AUTOMATIC MACHINES AND DEVICES 


LEIMAN BROS. 


Manufacturers for 35 years of good machinery 





81 Walker Street 
NEW YORK 
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(Continue from pag 7) 
contracts are awarded in the fall, and in that state, 
according to press reports, the state highway depart 
ment asserts that consiruction of present progress will 
complete all contracts carried over and practically all 
ot the new work. 

[inois 
derived from a similar situation in 1920. 


advantages 
The opinion 


also GIVES evidence of the 


was expressed by the Illinois division of highways 
that, “had the material supply not failed, it 
have been possible with the early start of 
twice the mileage constructed that vear, 


would 
1920 to 


build and 


build it, moreover, without additional administrative 
charge and with littie additional 
expense to the constructors.” 
under the present 
awarding contracts has not been feasible, but opinions 
obtained from various associations representing se\ 
eral hundred construction companies have indicated 
that they 
definitely 
undertake in the spring. 

Under conditions road building 
tions, with the exception of a few permanent em 


very overhead 


Interseasonal work system of 


could perform certain operations if they 


knew in advance what work they would 


present OrgvaniZa 


ployvees, are assembled in the spring and released in 
the fall as work closes. Probably 20 or 25 percent ot 
these men could, through careful planning, be carried 
over winter instead of being rcleased at a time when 
other industries do not The con 
tractors have stated that heavy grading could be cai 


need their services 


ried on, materials could be stock piled, equipment 
could be repaired, and the material handling equip 
ment could be set up ready for work at the first 


cpening of spring. 

To the basic industries which supply materials, the 
early spring and interseasonal work of road building 
affords an opportunity for more continuous produce 
tion. Vheir problems of seasonal delivery are practi 
cally the same as those of a road building company, 
and in general any benetits which from fall 
letting are shared by the related that 
they afford the same opportunities to organize and 


accrue 
industries, in 


develop production which is given the construction 
company. 

[In many districts the 
employees of the construction company in 
ageregates and providing for distribution, will call 
upon the material producers for stores of material 
In some districts this will mean continuous operation 
of the basic industries, such as sand, gravel, stone. 
and in others will mean 
ranted by the definite plans made for construction 
Just as the overhead costs of road building are reduced 
by the interseasonal work, so is the overhead cost of 
material production reduced. This reduction reflects 
in the cost of finished roads. 

The effect anticipated by enabling construction com 
panies to carry on interseasonal work is 
reaction towards efficiency. By utilizing as many men 
as possible on various kinds of preliminary work, a 
well trained nucleus can be retained, and this nucleus 
can then be expanded into an efficient organization 
when operations open in full. 

The state of the market with reference to contracts 
is a matter of public policy, and the question will arise 
concerning the interest of the state in letting contracts 
on a falling or a rising market. There is an impression 
that all contracts should be delaved until the market 


athorded 
storing 


interseasonal work 


a storage of materials, war 


a general 
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is stable following war conditions. On the other hand, 
there is another opinion that we are faced in the near 
future with a rising market, and construction must be 
given by contracting authorities in this particular 
question. 

Construction of contracts which permit payment by 
the state for materials delivered on the job will enable 
the contractor to provide his stock piles in the winter 
season and avoid the pyramiding 
prices. 


of orders at high 
Furthermore, these early contracts give the 
contractor a chance to “shop.” The fall letting per 
mits the highway commissions to keep skilled and 
atisfactory contractors in the service of the state, and 
permit the highway commissions to maintain a level 
organization and staff for the administration of 
contracts. 


such 
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GEORGE E. SKINKLE DEAD 
Vice President of the Chicago Belting Company Dies on Vacation 

at Tomahawk Lake, Wisconsin 
George Ie. Skinkle, vice president of the Chicago 

Belting Company, died at 5 P. M., Saturday, July 
30, at Tomohawk Lake, Wisconsin. Mr. Skinkle was 
on his vacation and had been gone but two davs 
when he contracted pneumonia and two davs lates 
passed away. 


He had been in the belting business for 25 vears 
and was known and beloved by the trade throughout 
the Middle West. He brilliant salesman, his 
personal having run well into millions of dol 
lars of belting and special leather products. 


Was a 


sales 


He had been with the Chicago Belting ¢ ompany 
for 18 vears, the last three as vice president. He was 
known everywhere he went for his big-hearted gen 
erosity, his fine spirit of fair play, and his plain, out 
spoken honesty. He was a high type of manhood 
and one who lived sincerely and played the great game 
of life squarely and courageously. 
Skinkle born in) Kenosha, 
1874, and spent his boyhood there, attending Me 
Donald Institute. In those days he was considerable 
of an athlete and his favorite sports were tennis and 
handball, at both of which he very 
\t one time he was the champion of 
tennis. 


George was Wis. Woy: 


5 


Was proficient 


Wisconsin at 


His first job was with the old First National Bank, 
where he worked for some years under Nelson Lam 
pert. Shortly after he started with the bank he mar 
ried Miss Blanche Randolph, a direct descendant of 
John Randolph, of Virginia. He left his bank work 
for the Chas. .\. Shieren Com 
pany in Chicago, at that time managed by Mr. Burrell. 
\ few vears later, in 1903, he joined the sales force 
of the Chicago Belting Company, and was with them 
until his death. 
32d Mason, l:dgewater 
Oriental Consistory, Medinah Temple, and comes from 
a family that has been represented in Masonry for 
five generations. His father was the late J. W. Skinkle, 
who was a lumberman and banker in the early days 
of Chicago, and later was connected with the Ryerson 
and Crane companies, and was treasurer of the latter 
company. George Skinkle was a member of the Chi- 
Athletic Association, the Evanston Golf Club, 
and a number of fraternal organizations. His widow, 
his daughter, Virginia, and two brothers survive him. 


to become a salesman 


He was a degree lodge, 
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Keep Your t : 
eep Your House a Going’ Loncern 

XN divide themselves into two groups 

when sales resistance is strong. 
The timid ones take in sail, and say by their 
actions that they don’t believe it worth while to f 
iry very much, They look for poor business— 
and they are apt to find what they are looking 
for. 
The other group does not quit. They do not fool 
themselves with an exaggerated optimism, but ‘ 
they remember that even when businss is slow, ! 
there is still a lot of supplies being used. And ' 
they know that the more their competitors run : 
for cyclone cellars, the greater will be the share 


of the business for those who go after it actively 
and efficiently. 


Not only does the active man get the lion’s share of 





the business while the “going is hard,’ but he will 


A Donnelley Catalogue 


forge ahead faster than his unprepared competitors as 
business gets better. He will not then have to wait 


to get up steam; he will be going already. 
ae oe : | be going already In up-to-date yeneral catalogue 


Everything which will help you go after business eff- will say to every buyer in your ter- 
ciently now will aid you increasingly as conditions ritory: 


mpr » 1 = : > re re Me 7 oO » is » sj0 a - Y 
improve. \n up to-date Sener ul cat logue 1S the ta Here’s the proof that we are a going 


concern, and that we expect to continue 
ply jobber can employ to push sales efficiently and to do business with you. This general 
economically. catalogue ts the next thing to calling 


of a going concern. It is the greatest aid that a sup- 


at our store personally. Here are the 
\ Donnelley-made general catalogue will keep an goods you need, with the information 
attractive display room of your whole line in the office that you need about them, as to sizes, 
of each user of supplies in your territory. It will mul- finishes, etc. The most important com- 
modity that you can secure from a job- 
ber of supphes is SERVICE, and we 


furnish you this catalogue as the means 


tiply your salesmen’s efforts without a corresponding 


outlay for salary and traveling expense. 


rhe Donnelley catalogue compiling organization will f rendering you the greatest service 
enable you to issue a catalogue of proven sales pro- Such a catalogue wll put new life into 
ducing quality more rapidly, more easily, more effi- your sales and renewed confidence into 


’ : : your salesmen. It will strengthen your 
ciently, and more economically than you could issue a 


: : ; position in the mimds of the buyers in 
atalogue of equal quality in any other way. eae ‘Qeniiliiaie 

You cannot wait until the first of the year and then 

cet anew catalogue “off the shelf.” Send for a Don- 


nelley lay-out man now. 


R. R. DONNELLEY & SONS COMPANY | 


Jobbers’ Catalogue Headquarters 


731 PLYMOUTH COURT CHICAGO 
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Aaron Steele’s and Peter Monet on 
scheduled for the next morn 
from what Mr. Steele had 


But that talk of 
“service to customers” 
ing took a different angle 
planned. 

\nd that was due to the arrival of Robert Mainland 
of Wisconsin. Which makes necessary a short charac- 
ter sketch of Mr. Mainland, no inconsiderable a per 
sonage in the mill supply trade of his day. 

of Wisconsin.” ‘That was as definitely as the 
hotel register localized Mr. Mainland. And as this 
vas inscribed thereon in Mr. Mainland’s own hand 
writing, it follows as a matter of simple reasoning that 
the gentleman ran in the same class as United States 
senators, eighteenth amendment officials and the like, 
who find it prudent to accredit themselves to com- 
monwealths rather than to municipalities. 

But there were those, possibly competitors, who 
insisted that it would be only a matter of a few vears 
before Robert Mainland wrote “United States” after 
his name on hotel registers. And they ascribed their 
prophecy to his spirit of egotism——“super egotism” 
some insisted—which brooked no localizing of itself. 
To that, did they credit certain other idiosyn 
cracies which helped make Mainland an outstanding 
hgure in the industry, even though his annual sales 
volume was easily exceeded by a dozen competitors in 
the northwest, whose names were hardly ever heard of. 

And yet the city from which Mainland came 
no mean city. In the east, fifty thousand aceredited 
to a town in population does not always carry with 
it much prestige; cities of twice that size throughout 
New England are seldom mentioned in newspapers 

the current magazines. They have so many 
neighbors of even size that they do not range above 
the average. Therefore, their zones are limited. A 

vestern town figures no less than 60 percent. addi 
ional population tributary to it. Many eastern cities 

f the hardly claim an additional 

0 percent. 


also, 


Was 


close 


second class can 































But Mainland’s town was—is—a metropolis, even 
though limited as yet to fifty thousand people. For 
a hundred miles in two directions, twice that in a 
third, and for nearly four hundred miles in a north- 
westerly direction it was looked upon as a city. The 
inhabitants of those more remote regions came to 
“Excellencia”—we must give it a name, though Main 
land failed so to do—with their families, put up at one 
of the three really high-class hotels and spent a “two 
weeks,” as some go to Chicago or New York. 

Still Robert Mainland wrote “—of Wisconsin” on 
hotel registers in both Chicago and New York City! 
He might have written “Excellencia—metropolis of 
three hundred thousand people.” 

“Is Mr. Steele in?” demanded rather than 
Mainland of Miss Myrick that morning, as he 
into Steele's office. 

“He is somewhere around the plant,” answered the 
secretary with that amiability Aaron Steele insisted 
must be shown all visitors by all employes, and in 
which he set them a fine example himself. “If you 
will be seated I shall try to locate him. Who shall | 
say is here?” 

“Mr. Robert Mainland of Wisconsin.” 
told volumes to the astute Miss Myrick, 


asked 
walked 


\ reply that 
who recalled 


long letters of Mr. Mainland’s had answered in 
the past. “And I haven't much time, either.” added 
the visitor. 

“Tl look for him myself,” and left the office, 


after handing to Mr. 
Now as a matter of fact, 
heard from Mr. Steele 


Mainland the morning paper. 
Miss Myrick hadn’t seen 
that morning. But it was 


a tradition of the Steele organization that but one 
emplove had ever answered over the phone, “Mr 
Steele isn’t down vet,” and that this particular em 


plove had never been heard of since. And to have 
made such a reply in person even Miss Myrick 
shuddered at the thought of what would happen to 


Theoretically—and practically to a larger 


well, 


such an one. 
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The 


safety and 
efficiency 


of the 


power plant 


depends 
upon its 
piping 


equipment. 
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GALES OFFICES. WAREHOUSES AND SHOWROOMS: 


BOSTON 


SPRINGFIELD 
HARTFORD 
BRIDGEPORT 
ROCHESTER 
NEW YORK 


HARLEM 


BRCOCKLYN 


ALBANY 


PHILADELPHIA 


READING 


ATLANTIC CITY 


NEWARK 
CAMDEN 
BALTIMORE 
WASHINGTON 
SYRACUSE 
BUFFALO 
SAVANNAH 
ATLANTA 
KNOXVILLE 


BIRMINGHAM 
MEMPHIS 
LITTLE ROCK 
MUSKOGEE 
TULSA 
OKLAHOMA CITY 
WICHITA 

ST. LouIS 
KANSAS CITY 
TERRE HAUTE 








CRANE 


Power Plant 
Piping Equipment 


includes valves, pipe fittings 
and steam specialties, made of brass, 
iron, ferrosteel, cast steel and forged steel, 
in all sizes, for all pressures and all purposes 

-designed and constructed in accordance 
with the most approved steam practice. 


WORKS: CHICAGO AND BRIDGEPORT 


CINCINNATI SIOUX CITY SEATTLE 
INDIANAPOLIS ST. PAUL TACOMA 
DETROIT MINNEAPOLIS PORTLAND 
FOUNDED BY AR. YT. CRANE, 1055 CHICAGO WINONA POCATELLO 
CRAN E CO ROCKFORD DULUTH SALT LAKE CITY 
. OSHKOSH FARGO OGDEN 
836 S. MICHIGAN AVE. GRAND RAPIDS WATERTOWN RENO 
DAVENPORT ABERDEEN SACRAMENTO 
CHICAGO DES MOINES GREAT FALLS OAKLAND 
OMAHA BILLINGS SAN FRANCISCO 


MANKATO SPOKANE LOS ANGELES 


CRANE MmonTREAL, TORONTO, VANCOUVER, WINNIPEG, CALGARY. 


LIMITED REGINA, 


HALIFAX, OTTAWA, LONDON, ENGLAND 
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extent than with most concerns in these days of con- 
ventions, conferences, golf tournaments and such like 
the executive statf of Aaron Steele was never late 
in getting down to And a reputation for 
that had played no small part in building up trade. 

Qn this occasion Miss Myrick met Aaron Steele 
coming in through the side door of the shipping room 

he was never known to enter the plant by the same 
door on successive days. And she kept the office 
tradition alive by saying: “I have been looking 
through the plant for you; Mr. Mainland of Wisconsin 
is waiting for you. He is in a hurry.” 

Although Aaron Steele had reasons without number 
to say the biting word about Mr. Mainland of Wis 
consin, he simply replied, hanging at the same time 
his hat upon a hook in the shipping room: “Send 
Peter to my office, and say it probably will be for all 
morning.” 

Yaking a look at the text hung on the wall above 
the shipping clerk’s desk, “Our best friends are our 
customers; our guarantee only ceases when they are 
satistied,” he walked into his own office, a business 


business. 


man who had been spending hours looking over his 
plant. 

“Tam very glad to see vou, Mr. Mainland! You're 
still the early bird on the job, | notice. How are 


things up in Wisconsin?” 

No reference whatsoever in Mr. Steele’s greeting to 
Excellencia; it was of the larger unit, the common 
wealth, he asked. He was talking to a man who was 
bound in by no city lines; 

(of such 
it is to its 

No 


ereeting : 


to a man of wide vision. 
subtilities is salesMANship made up. And 
honor that such are the stage settings. 
suave and diplomatic was Peter Monet's 
“To was just thinking of writing you for 
an opinion of business conditions throughout Wiscon 
sin, Mr. Mainland. And this is so much better than 
cold typewriting !” 

Yet both Aaron Steele and Peter Monet knew that 
only one thing had brought Robert Mainland over to 
Goose Island that morning—a grouch. Just what par 
ticular form of a grouch neither knew——but a grouch. 

In came Miss Myrick with two large files, those 
pertaining to Robert Mainland. This, too, was part 
of the program whenever a customer visited the 
\aron Steele plant, so that neither time nor prestige 
would be lost during the call. 

\aron Steele, six feet three and standing full height, 
asked Robert Mainland, tive feet four and decided] 
rotund of girth, asked more particularly about the con 
ditions of non-employment in the factories throughout 
Wisconsin. Mr. Mainland answered about the only 
factories he knew, those of Excellencia, and about the 


less 


others Aaron Steele knew much more than did he 
But Mr. Mainland’s vanity had been flattered; and 
to a certain extent the grouch had lost in size and 


Intensity. 

sut the combined knowledge of Mr. Stecle and Mr. 
Mainland made painfully clear that the mills and fae 
tories of Wisconsin were not utilizing the period of 
slackness in rehabilitation of the plants. They were 
not putting their factories into a condition of prepared 
that revival of trade which was drawing 
nearer each day and which will come like a full flood 
tide. 

All of which spelled smaller sales tor Aaron Steele 
f Chicago and Mainland of Wisconsin \ 
Peter Monet put into cruel words: 
Unless we can administer a @ood kick to mill owt 


ness tor 


Robert 
fact which 


UPIP'LLVES 





ers and managers throughout this country, half of the 
plants will have to shut down for repairs a few days 
after they have started up and our much-needed boom 
will have an acute case of colic.” 

“And who is going to administer that kick?” asked 
Mr. Mainland. 

“You and 1, Mainland. You and I, Aaron 
Steele sat down beside his guest and laid a hand im 
pressively on his knee. “You and I, Mr. Mainland, 
and that is what I want to talk to you about this morn- 
ing. If you hadn't favored us with this call, we would 
have written you.” 

“And what is going to be the nature of this kick 
that vou and | are going to give the plant owners of 
Wisconsin?” asked the guest. 

“—of the country, Mainland, of the country. You 
see this is something more than you and | and the 
other mill supply people simply increasing our sales 
It is up to us to awake our manufacturers to the de 
plorable condition confronting this country because of 
their unpreparedness. Never betore have the mills, 
factories, mines and shops of this land been in 
a condition of non-repair. Never have their 
managements so sadly—-criminally—neglected a pe 
riod of idleness which eves them a chance to do the 
repair work. Why, as Peter Monet said, 
boom strikes us, won't be able to get 
this country | mean its share—because wi 
are trying to work plants which are broken down.” 

“T grant your statement 


sir: 


so sad 


before 


necessary 
the 
our share 


when we 


as being correct, but how 
am | up there in Wisconsin going to do my bit to give 
this kick ?” 

“How are you up there in Excellencia gome to do 
your share?” This the first reference Aaron 
Steele had made to Mainland’s town: hitherto it had 
been “Wisconsin.” 


Was 


nee having made the allusion Steele pressed ut 
relentingly on: “Mainland, this is not the old times 
Are in: high freight rates, zoning of freight allow 
ances by manufacturers, establishing of branch manu 
factories all these and other causes have practically 
made it impossible for the mill supply man, such as 
vou, to be of national scope 


we 


to be even of state SCO] 


out here in these big commonwealths of ours. Why 
they can't down there in New England even wher 
you can get across a state in two jumps. You and 
such as vou have simply got to develop your zone 


ves, sir, swallow your pride, pull in the men who ar 
outside of vour zone, and work intensely that zone.” 
“What do vou call my zone?” asked Mainland. 
“Come here’—and Aaron Steele led the way to the 
Wisconsin map on the wall. There he marked out 
with crayon very much the same territory already ac 
credited to Execellencia. “You are mighty lucky, man, 
in having so much reom in which to take breath! 
Down in Rhode Island and Delaware the mill supply 


WW 


men daren't stand outside and swine their arms about 
for fear they will be arrested for hitting their next 
competitor in the face.” 

‘lL am to crawl into my hole and stay there, then!” 
commented Mainland. 

“You working your zone to the limit; Smith down 
here.” and Steele ran his crayon down the map a ways. 
“working his zone, and so on, each building the indus 
try up in his own territory, will make this indust-v ot 
that will line up with the biggest” 


Ours one 


“Granted all that. how am T going to work that 


territory, or vou see fit to call 1t2” insisted 


\laanland ; 


Zone, as 


+} » t } < . 
s tnev sat qaown again. 



























































Ends Properly Pointed 


Engineers and buyers of Screw Machine Products have long 
desired Screws that are properly pointed for production 
purposes. 

The exacting care that is taken in pointing Ferry Screw is 
another feature to be found in Ferry Process Screws. 
Compare this feature and what it costs with other makes— 
See if you are getting what you pay for. You don’t experiment 


when you order Ferry Process Screws. 


Send for the Ferry Ideal Cap Screw for comparative purposes. 


Let us quote you prices on your requirements. 


The Ferry Cap & Set Screw Co., Cleveland, O. 
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“Ella, hand me Mr. Mainland’s catalog. Here is 
a really good book that you have gotten out, Mainland. 
I can’t say that for all such issued by our trade; but 
yours is really:good. Now what happens to this book 
when it reaches the mill or factory purchasing agent? 
Maybe, if he isn’t too busy, he looks it over, then puts 
it on the shelf with fifteen, yes, twenty, others. And 
there it stays, unless your man gets it down on his 
every thirty-day visits. Chances are he doesn’t but 
uses his own catalog, a most vicious custom, by the 
way.” 

“But what am | to do—if—? 

“You are to keep the catalog part of the time on 
that buyer’s desk, Mainland. ‘he oftener it is taken 
down from that shelf, the better for Robert Mainland 
of Excellencia. You are to impress on that buyer 
that Robert Mainland is the man for him to buy 
from!” 

“But why am I the man for him to buy from? Just 
because I need his business won’t appeal to him,” 
urged Mainland. 

\aron Steele jumped to his feet with a celerity that 
spoke well for the golf links near Lake Forest: “Be 
cause you are located at [-xcellencia, Mainland; just 
because you located at Excellencia. 
where | am holding my crayon point. ‘Robert Main- 
land of Excellencia’ is entitled to the trade of that 
section,” and again Steele outlined the zone, “because 
that is the natural jobbing point of that district where 
these buyers are located.” 


are Right here 


“You have got to work on the Excellencia’s prestige 
in the way of location and so forth, is what vou mean, 
Aaron?” suggested Peter Monet. 

“Exactly, Peter; exactly, Robert Mainland. You 
have got to pull yourself up through the splendid 
reputation that Excellencia really has. First Excel- 
lencia, then Robert Mainland. The town is always 
bigger than the man, has more reputation than the 
man, however good his personal reputation may be. 
We in the west have trumpeted the names of our 
towns more than the east has done, at any rate more 
than the east formerly did. But we have shown good 
business sense in so doing. And pride in one’s own 
town means a great deal to a man; it marks the man, 
in fact. I have three towns in my personal geography, 
Petersham back there in Massachusetts—the hill town 
of my birth; Lake Geneva—the Wisconsin town of my 
boyhood; then this Chicago. Mainland, I wish I could 
write all three of those towns on the hotel registers 
wherever | go!) And my loyalty to them has made me, 
just as Marshall Field’s loyalty to his native Conway, 
just a stone’s throw from my Petersham, helped make 
him the merchant magnate‘he was.” 

“T grant all that,” replied Mainland, “but just how 
shall I get at the buyers in my zone, ‘Robert Mainland 
of Excellencia,’ yes, but how ?” 

“The advertising mediums of the mill supply man 
who caters to a small zone are hard to select, I know. 
As for the manufacturer and national distributor like 
myself, why it is easy—‘Aaron Steele held up MILi 
SUPPLIES—of national circulation 
ire difficult to find. Whether the local press will help 
vou, you know best, but you have one = splendid 
medium right in your own office, the Sales Letter. 
Supposing each buyer in your zone received every 
two weeks from you a letter calling attention to some 
things in that catalog of yours? Don’t vou know 
that he probably would get it down to see what you 
refer to? Of course he would!” 


“but your mediums 


“And he might not,” objected Mainland. 

“And he might not on the first one or two occasions, 
[ grant, but he would eventually—if the letters were 
real Sales Letters. But even if he did not pull the 
book down, he would get one impression—that of 
Robert Mainland of Excellencia being a live wire prop 
osition. And all of us like to do business with a live 
wire proposition. But have each letter refer specifically 
to some one or two things in your catalog and that 
catalog will come down from the shelf in the long 
run. Depend on that, for human nature is human 
nature whether in Excellencia or Petersham, whether 
\Wisconsin or Massachusetts.” 

“And as to awakening the mill owner to the need 
of immediate overhauling of his plant?’ suggested 
Peter Monet. > 

“Lam working on that now, Peter. It wili probably 
be advertisements inserted in such splendid papers as 
you have in Excellencia and of large circulations, call- 
ing the publie’s attention to the actual menace that 
confronts the country the mills, factories, 
mines, ete., are in sad unrepair. That sort of an adver 
tisement will start the editorial pencils to going, then 
half the battle will be won. We will help finance such 
a campaign, Mr. Mainland, up in your town and zone. 
Then we will give suggestions in regard to sales let 
ters touching on the same subject. In short, Aaron 
Stecle of Chicago is the Siamese twin of Robert Main 
land of Excellencia. Apart we can’t do much, either 
of us; together, we can do everything towards busi- 
ness revival. It is only a choice between many meth 
ods; the result is absolutely sure.” 

Peter Monet handed a little booklet, envelope size, 
to Aaron Stecle: “Here is something that a Massa- 
chusetts and New York mill supply jobber has turned 
out as a reminder to his customers.” 

The booklet Aaron Steele and Robert Mainland 
looked over together was simply an index to the job- 
ber’s large catalog, already in the hands of buyers. 
First under “Asbestos,” one found classified 
“Mill board, paper, cement, furnace cement, pipe cov- 
ering 85 percent. mag.” 

Under “Hammers” one 
riveting.” 

Aaron Steele gave it to his guest. “Keep it, Main- 
land; you can’t pile earth clods over a live man; he 
simply kicks them off.” 

At noon when Robert Mainland registered in the 
guest book at Union League with his host beside him, 
Aaron Steele noticed with a.smile that it read this 
way: “Robert Mainland, Excellencia, Wis.” 

Not “Wisconsin,” but “Wis.” 

Aaron Steele knew he had given 
customer. 

And that midnight, as the sleeper rushed its way 
eastward towards New York, Robert Mainland awoke 
to remember that he hadn’t said a word to Aaron 
Stecle about the condition of that last shipment. 
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Vexico Plans Exposition 
Mill supply jobbers with an eve to foreign trade 
will be intensely interested in the International Ex- 
position to be held in connection with the celebration 
of the one hundredth anniversary of Mexico’s inde 
pendence from Spain, at Mexico City, September 12 
to October 12. The exposition is being held in co 
operation with the Mexican government to bring about 

closer commercial relations with this country. 





































The CHICAGO Line 
A 


Complete Line of 





Power Transmitting 
Appliances 








including many 


Ball Bearing Specialties 


of 
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Well Designed 
Well Made 


Guaranteed 
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Ball Bearing Specialties of 


The Chicago Line 





Daggett Ball Bearing Loose 
Pulleys 





Ball Bearing Clutch Pulleys 





“All Loose” Countershaft Drives 





Marvel Grinder 
(Ball Bearing) 





All equipped with 
S K F Ball Bearings 











of 


Every Dealer in Power Transmission 
Equipment should know about The 
CHICAGO Line proposition. 


Chicago Pulley & Shafting Co. 





MAIN OFFICE: 
30 So. Clinton St. 
Chicago, Ill. 


FACTORY: 
Menomonee Falls 


Wisconsin 
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Strong Recovery to Follow Economic Depression 


] 


Fall Season Industries Expected to 
—Banking Authorities Set Date of 


L. W. 


\ny economic depression, after having struck bot 
tom, is bound to be followed by a strong recovery. 
he deeper the depression the stronger the rebound 
that follows. There is nothing accidental in this 
occurrence, are its rules unknown to those who 
make it business to watch markets. If the 
rebound does not show everywhere at the same time, 
and is not of like strength all through the industry, 
the cause hes in the fact that industries themselves 
are subject to seasonal depressions. Only that indus 
trial branch which ts on its annual upward grade feels 
the return of prosperity immediately, while all others 
have to wait until their turn comes. This is a very 
important fact to know, because it supplies the ex 
planation why one industry seems to get busy while 
the remainder keep quiet. 

Bankers have been extremely careful in their pub 
hshed opinions regarding the outlook. 


nor 
their 


Vhey have 
thought that business may be better again during the 
coming autumn, but, if pressed hard, they have been 
more cautious, putting the date of complete recovery 
late in 1922. If business begins to move during the 
present autumn, as can be expected, the improvement 
will not be a wholesale one immediately. It will affect 
Prst the strongest of our ‘autumn industries. It will 
later pick up those industries which have their season 
in the spring, will take along the summer industries 
and finally late in 1922 complete its work by bringing 
the early autumn industries under its regime. So the 


recovery will be gradual. 

The question arises now, which will be the indus 
tries that will feel earliest the force of the coming 
improvement. ‘Vhis is no idle query. 

The industrial equipment industry has been hit 


severely by the recent depression. The gradual reco 
ery of the various industries which it supplies will 
bring on improvement in its own particular market. 
Owing to the fact that some of our biggest national 
industries see their busiest time in October, it is this 
month which usually heralds the return of general 
industrial This the time when railroad 
epair shops are getting busy, which always brings 
usiness to the industrial supply industry. - During 
the present vear business from this quarter may still 


1s 


Fecoevery. 


} 
I 
} 


be small unless some far reaching relief is coming to 
our transportation enterprises. But the season in this 
branch of the national industry fortunately is long, 
extending into the late spring. 
fore, for this industry to settle 
plete its 
the beginning of 


There is time, there 
down and get into com 
before period is passed. The 
that the year the 
effect of the recovery will have reached our*transpor- 
tation companies and that the railroad shops will not 


motion best 


chances are by 


want for work. Government aid 1s bound to be an 
important factor here. 

Conditions still are somewhat clouded in the food 
producing industries. This is regrettable in the inter 


est of the industrial equipment supply firms, because 
the food preparation industries have proven good 
customers during the last few vears. The big baker 


the chocolate make rs, the meat 


cs, the candy makers, 


Show Signs of Improvement First 


Complete Recevery Late in Autumi 


ALWYN-SCHMIDT 


industries, and the cereal food industries, are busiest 
during the late The difficulty with these 
industries during the present vear hes in the disorgan 
ized state of the farming section of the country. There 
was already trouble with the farmer’s market last 
autumn, and conditions do not seem to have improved 
materially during the present vear.. This has held 
back the opening of the season of these industries 
making it impossible for them to prepare for it by the 
purchase of equipment, which in turn will hurt the 
equipment supply industry. 


autumn. 


\s a rule these industries 


run into a renewed period of activity in the first 
months of the spring, which may prove the turning 
point in the situation, as there are prospects of a 


considerable release of stored farm products during 
this time. As the industrial recovery should be well 
under way during the early spring this would mean a 
secondary season of vitality. This opinion is sup- 
ported by the prospect that the farming community 
will have overcome by then its present failure to buy 
ireely, and will add its purchasing power to the gen 
eral buying movement expected after the turn of the 
Veafkr. 


Manufacturers and dealers of industrial supplies 
should not expeet too much from November and 
December after October has brought about the gen 


eral showdown for the autumn business. If October 


makes a good beginning the strength of the rebound 
will the industry well into the new but 


there are very few industries of importance that can 


Carry ¥Car, 
be expected to develop any force of their own during 
the last two months of the Industrially these 
two months are always more or less clean-up months. 

The cotton branch of the textile industry will require 
vatching in November. The jump from the October 
the November business of this industry as 


Vear;r. 


business t 


rule is indicative of the buying strength of the cotton 
mills during the first part of the new vear. Normally 
we expect the cotton industry to get busiest in Janu- 
ary and to remain active all through the spring. 

Phe textile industry provides for a large number 
and it is 
therefore necessary to follow the development of this 
branch of our national industrial life very closely. The 
crucial months for the men’s clothing branch of the 
industry December and January, but the force of 
the industry cannot be realized much earlier than dur 
ing February. The women’s branch enters its highest 
activity in March. This strong 
industry and develops rapidly during the three months 
january, February, March, with March being the big 
eest month. 


of 
orders for the industrial equipment industry, 


are 


Is a very seasonal 


It stands to reason that the mills cannot do 
business unless the cut-up trade has a chance to ¢ 
pose of large quantities of ready-made clothing during 
the early spring. Hence there is some doubt at the 
present time regarding the possible fate of the textil 
business. The chances are that the 
be slightly later 

] 


The electrical 


textile season will 
this year than during normal vears. 
industry has suffered during the last 


vears severely by 


fev shortage of readv cash caused 
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A MESSAGE 


The present changing conditions make aggressive merchandising more necessary than ever before. 


We have passed through the period when the demand exceeded the supply, and 
now goods must be sold, and those having a long established reputation for high 
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quality will be the easiest to move. This is the time when the dealer and manufac- 
turer should co-operate. 
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\“Runwel’| PALMFTTQ “Parco”? 





PACKING 








There is a class of 
trade that will buy on 
price rather than qual- 
ity, and RUNWEL 
will satisfy them, as it 
is a good asbestos 
packing at a price that 
is low because it is 
made of a_ cheaper 
grade of stock. 


RUNWEL is, how- 
ever, a far better pack- 
ing than the run of 
cheap asbestos pack- 
ings, many of which 
are made largely of 
cotton. 


RUNWEL has the 
same perfect lubrica- 
tion as our higher 
grade. 


RUNWEL can be 
furnished in both 
braided and twist 
forms. 


Accel 
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PACKING 


The dealer can turn over 
his stock of PALMETTO 
more often than other pack- 
ings because its quality, 
higher than other packings, 
has been uniformly main- 
tained for years, and PAL- 
METTO has been so widely 
advertised as to be the 
quickest seller among pack- 
ings. 


PALMETTO Is Never 
Dead Stock 


When sold PALMETTO 
stays sold and brings repeat 
orders, because it is made to 
meet the conditions of the 
most exacting service. 


PALMETTO makes and 
holds trade and it pays the 
dealer to keep up his stock 
of sizes. 
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PACKING 


A packing of very 
moderate price that 
will give good service 
under ordinary condi- 
tions of hydraulic 
pressures and steam 
pressures below 100 
pounds. 


PALCO is made of 
high tensile strength 
cotton, and carries 
graphite grease in 
each single strand. 


PALCO is now be- 
ing nationally adver- 
tised, and will prove a 
quick seller. 


A stock on the deal- 
ers’ shelves will hasten 


PALCO'S 


tion and bring a good 


introduc- 
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To the Dealer— 


Because we consider you the natural means of distribution of our line, it is our policy to 
co-operate with you in having our experts instruct your salesmen in presenting our goods, and 
providing literature together with working samples. 


to you in aiding your salesmen effect sales. 


GREENE, TWEED & CO. 


Sole Manufacturers 


109 Duane St., New York 





This service we are prepared to extend 
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by the rising cost of operation and the impossibility of 
obtaining a corresponding increase in rates. There 
is evidence of a readjustment of expenditures, how- 
ever, which will put the electrical industry in a more 
healthy state than that through which it has passed. 
The electrical industry is now particularly badly off 
because it has reached that part of the year where 
habitually it has least imployment. But January is 
as a rule the turning point in the activity of the elec- 
trical industry. 

Another industry which is likely to enter its new 
season under the beneficial effect of the industrial re- 
covery is the furniture industry. Furniture men have 
complained severely about lack of business. The busy 
season for this industry opens in February, and like 
the electrical industry it will be taken along by the 
force of the movement. : 

During March, finally, may be expected the resump 
tion of buying by the machine shop and foundry 
industry which, as far as the heavy machine part of 


the equipment supplies industry is concerned, may 
easily be called the best customer. 

It will be seen from this superficial survey of the 
situation that most of the big industries, which are 
those that provide business for the equipment indus 
try, should be on the way to full recovery by the end 
of March. This would mean that we shall enter the 
spring with a much stronger buying movement than 
we have had for a year, and there is fortunately little 
chance to expect this outlook to upset. We know now 
the size of the national expenditure during the coming 
twelve months, and with this knowledge it will be 
possible to arrange for proper taxation. We also have 
gained in the meantime a better insight into such 
national problems as that of inland transportation 
and shipping. Knowing the size of one’s problems 
mean always the battle half won. We have somehow 
succeeded in measuring the depth of our economic 
depression and can better provide the means to be 
used in carrying us out of it. 


Mill Supply Jobber Expanding 


Filling In Depleted Stocks and Adding Specialties to Regular Lines 


\s an unmistakable indication that business is on 
the upward trend, the expansion of the Chicago mill 
supply jobber points the way to increased sales and 
greater profits. A general movement to replace 
depleted stocks is noted, which means that these job 
bers confidently expect sales in increased numbers, 
in large quantities, with attendant rapid turnover. It 
is for this forward movement that they are stocking up. 

Seemingly not content with peak sales in lines they 
now carry, lines ordinarily carried by a mill supply 
jobber, a number of them are adding new items to 
their regular mill supply lines. Among these new 
items are ventilators, blowers, air filters, welding appa 
ratus, pneumatic tools, electrical supplies, portable 
acetylene lighting equipment, lubricating oils, pumps, 
erinders, grinding wheels and a full line of abrasives. 

\ survey of ten representative mill supply houses 

this territory disclosed the fact that three carried 
ventilating equipment as part of their regular stock, 
one house carrying as many as 25 blowers. Four of 
these ten houses carry welding apparatus, four carry 
pneumatic tools, and seven carry electrical equipment, 
mainly drills and grinders. 

One of these houses carries as many as 20 drills in 
stock to supply their established trade on this article, 
and another carries 100 electric motors for mill 
machines. Three carry portable acetylene lighting 
equipment. Four carry graphite, while seven carry 
graphite grease in quantities ranging from only a few 
pails to 1,000 pounds, with a quarterly turnover. Nine 
carry gauge glasses, one taking the entire output of 
two of the largest manufacturers of gauge glasses in 
England. Three carry a stock of paints of the mill 
white variety. Three carry lubricating oils. One of 
these houses found the trade so good on this item that 
it decided to make its own, and now carries as much 
as 250 barrels in stock, each barrel holding 400 pounds. 
Five carry pumps in quantities of from one to ten. 
Fight carry taps and dies. One jobber makes his own, 
another carries a stock valued at $25,000. Six carry 
grinders and grinding wheels. One house making its 

wn grinders carries a stock of 10,000 wheels in 400 


lifferent sizes. Seven carry either cloth or paper 


abrasives, or both. One of these jobbers is carrying 
a stock valued at approximately $100,000. 

What is true of these jobbers is also true of the 
many others not interviewed. In every instance they 
are keeping up their lines, replacing depleted stocks 
and adding new items to their regular lines. Certainly 
preparation like this can mean only one thing: The 
tide of business is coming in, and these jobbers intend 
to ride in on its crest. 


—tor 


Campaign Gains Headway 


The “Back Your Jobber” campaign, vitalized by 
Ernest H. Smith, president of the Hollow Centet 
Packing Co., Cleveland, is gaining headway rapidly. 
This movement has met with the approval of mill 
supply jobbers generally. The purpose of this cam- 
paign is to increase the feeling of friendship between 
the mill supply jobber and the user of mill supplies, 
and to convince the consumer of the justice of buying 
from his jobber instead of direct from the manufac- 
turer. Small “Back Your Jobber” stickers are being 
furnished to mill supply jobbers, and it 1s announced 
that a large sign with the “Back Your Jobber” slogan 
illustrated in three colors is now ready for distribu 
tion by Mr. Smith. 


+e em 
Exclusive Agency Granted 


Reeves Pulley Company, Columbus, Ind., has per 
fected arrangements with Manning, Maxwell & 
Moore, Inc., New York City, whereby the latter 
assumes exclusive agency for “The Reeves” variable 
speed transmission in the New York territory, and will 
carry a complete stock as well as an assortment of 
repair parts for these transmissions so that immediate 
delivery can be made. Manning, Maxwell & Moore 
will also handle “The Reeves” wood split pulley, and 
now have a stock in their warerooms. They will have 
a completely organized variable speed . transmission 
department in charge of expert engineers in this line 
who will look after the interests of their clients. 
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Metric System Not Adapted to Shipbuilding 


kighty Per Cent of Ships Now in Use Built and Equipped on Our English 
System of Weights and Measures—AMctric System Not Wanted in Industry 


Few realize that not only the building of warships 
but also the construction and equipment of merchant 
vessels requires claborate technical specifications for 
practically every detail. The many risks ships are 
subject to while crossing the seas early called for 
insuring them. This in turn required an intimate 
knowledge of their seaworthiness based on structural 
strength. 

Thus came into existence “registration” or ‘“classi- 
fication” the oldest, largest and most prom- 
inent of which is “Llovd’s Register of British and 
which, as at present constituted 
Two. such exist in the 
“Record of and Foreign 


societies, 


foreign shipping,” 
dates since 1834. 
United States: 
Shipping” and 

These societies classify all vessels, and for purposes 
of underwriting fix the quality and strength of the 
material to be used, the riveting of the attachments, 
the equipment of pumps, anchors, chains, cables, ete., 
the dimensions and details of the principal parts of the 


societies 
American 
“Great Lakes Register.” 


machinery and all the details of the boilers. Classi- 
fication societies are thus technical bureaus of the 
highest value to the shipping community. 

Material used in the building of steel ships Is 


highly standardized. Standard I beams, channels, 
angles, T. & Z. bars as well as plain bulb, angle bulb 
and To bulb bars, also half-round and hollow mould 
ings are now obtainable in pre-determined sizes. This 
is equally true of machinery and machinery supplies. 

In speaking of ships reference is generally made to 
“Displacement tonnage” is the actual 
weight of water displaced by the vessel and is invari 
35 cubic 
“Registered tonnage” 
is applied to merchant vessels. It is fixed by elabor 
ate rules laid down by the merchants shipping \ct 
of 1894 to determine which, many measurements 
must be taken and = calculations made. Harbor, 
anchorage, towing, canal and other dues 
on this tonnage. ‘Measurement tonnage” is based on 
true cubic carrying capacity of the hold. “Dead- 
weight tonnage” is the amount of weight which can 
be carried in the hold when the vessel is fully charged 
with coal and stores. 

The great numerical preponderance of ships built 
and equipped to our English System of weights and 
measures (somewhat over 80 percent), the great yards 
which produced them, the rules and system estab 
lished for their efficiency and safety all point to the 
absurdity of trying to impose the metric system on 


their tonnage. 
ably used when speaking of warships feet 
of sea-water equals one ton 


are based 


this industry and compelling it to discard long estab- 
lished standards, methods and habits. 

It is stated over and over again by the metric pro 
moters that to develop trade with our neighbors to 
the south it will be for us to adopt the 
metric system because the South American countries 
are metric. 

On the other hand the opponents to the compulsory 
introduction of the metric system in the United States 
have contended that compulsory metric laws passed 
in South American countries have simply aggravated 
adding units of 


necessary 


existing conditions by new weight 





and measures to the old ones. In other 
remedy proved worse than the disease. 


words the 

In the “Metric Fallacy” published by the \merican 
Institute of Weights and Measures in 1919, 
reported the confused conditions existing in many 
South American countries extended 
investigation. 


are 


based on an 

The United States Department of Commerce i 
1920 caused a_ similar investigation to be made 
through its consuls. Some of these were 
published in “Commerce Reports.” Recently th 
“unpublished” reports were made available to the pub 
lic for inspection. In December, 1920, similar reports 
were obtained from foreign consuls, stationed in the 
United States proving that the metric svstem had no place 
in our industrial life today. 


answers 
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MANUFACTURER RELIES ON JOBBER 
Distribution of Mill Supplies Through Jobber Found to Be Most 
Efficient and Economical 
T. W. NOBLE 
Barrett-Cravens Company, Chicago 


Sales Manager. 


Manufacturers of mill supphes, in ever increasing 
numbers, are coming to the realization that distri- 
bution through jobbers is the most sound and efficient 
method of merchandising their products. Even thi 
manufacturers of specialties are adopting 
this method of distribution. 


o¢ nerally 


Most specialties have heretofore been sold direct 
because of the necessity demonstration and the 
cducation of salesmen regarding the uses to which 
the article in question could be put. This necessitated 
a highly paid organization and expensive selling plans 


f¢ 1 


If the article in question possessed real merit and 
became a necessity, it soon passed out of the class of 
specialties and became practically a staple. When this 
phase was reached the manufacturer either maintained 
his expensive organization or made the effort to securt 
jobber distribution. The manufacturer had doubtless 
created some adverse feeling among the jobbing trade 
because of his previous direct competition, and for 
this reason encountered great difficulties in reorganiz- 
ing his selling methods. 

Many difficulties met in changing selling plans has 
resulted in bringing the manufacturers of such articles 
around to the belief that it is better to start as they 
would finish, all of which points to the jobber as 
means to secure distribution as the best solution of 
the problem. 

\ typical example of what we are doing along this 
line is furnished by the way we are selling our several 


different kinds of material handling devices. Thess 
devices are at present specialties, but by their ver\ 
nature are destined to rapidly become staple. Any 


factory that must move material about the shop will 
the that make. 
a fairly even demand for the article, 


eventually use kinds of devices we 


Phis will create 


and on this account quick delivery must be provided 
for. We realize that for the present education and 
demonstration must be done on comprehensive scale, 
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It’s a Johnson Line Shaft Drive 


A battery of twelve light presses, all on a bench about 
30 x 5, driven from one line shaft with Johnson Clutches 
controlling the machines. 

Compare It for First Cost 


Twelve clutches against twelve complete coun- 
tershafts, or twelve individual motors. 


Compare It for Efficiency 


Illustration by courtesy of The New Departure 
Manufacturing Co., showing bench presses’ in 


operation at their Elmwood Plant. and loose pulley. Or one motor consuming 


Quick, smooth control against the sluggish tight 


current instead of twelve. 


Friction Control Means Compare It for Service 


Better Machinery You know the failings of belts—the continual 


attention they require, especially when they are 


We specialize in applying the shifted. 


proper type of friction clutch on 
any sort of an_ installation. 
Standard Clutches available 
from stock, and special models 
developed to suit conditions. 


If you don’t know Johnson Clutch Service, just 
give it a trial. 





Write for our Stock List and Catalog D-R. 








THE SKINNER DRILL CHUCK 


“GEARED PATTERN” 





UTE a 


Sells At Sight—Always In Demand 


It’s the only drill chuck with the gears fully 
enclosed beneath the surface. The gears are 
protected—not easily damaged and can’t catch 
the operator's fingers. 


It is an accurate, durable, dependable chuck. 
An unusually firm grip is secured by using the 
square-end wrench to operate the enclosed gears 
which tighten the jaws. 


On many classes of work an unusually tight, 
accurate grip of the drill or tap is essential. To 
meet these requirements and to insure the tool 
being held firmly on center, the Skinner ‘“‘Geared 
Pattern” Drill Chuck was developed. 


The last word in Drill Chucks. 


Descriptive illustrate 











New York Office: THE SKIN NER CHUCK COM PANY Chicago Office: 


94 Reade Street 552 West Washington Bivd. 
San Francisco Office: NEW BRITAIN,CONN USA London Office: 


Rialto Building Established 1887 139 Queen Victoria St., E.C.4 
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and have organized a selling force that is carrying on 
this work. We are endeavoring to create a profitable 
business for the jobber in this way, but must maintain 
salesmen in the jobber’s territory for obvious reasons. 

We realize that jobber distribution is also necessary, 
and have sent out a letter to a selected list of jobbers 
outlining our proposition. In this letter we point out 
that the average jobber has frequent opportunities to 
quote on various types of hand trucks and material 
handling devices, and we call their attention to our 
circular enclosed which describes briefly our complete 
line of lift trucks, portable floor cranes, tractors and 


lift truck platforms. We tell them that they are not 
asked to carry any sample stock machines; that we 
will furnish electros and copy for catalogs and other 
advertising matter; that their territory is unlimited. 
and that they can feel perfectly free to call upon us 
for any assistance they may need, and list our dis 
counts on all our products. 

Jobbers of the more progressive type are quick to 
take advantage of the opportunities we offer and are 
reaping the reward of a sales policy broad enough to 
take care of the interests of the different individuals 
involved. 


—~—tor 


America Holds Her Own Future 


Housewives of This Country Can Put the 


Wheels of Industry in Motion Overnight 


HOWARD COONLEY 
President, Walworth Manufacturing Company, Boston 


There is but one universal question these days, 
When will business come back? The answers are 
optimistic or pessimistic, in accordance with the char 
acter of the individual and the state of his personal 
affairs. Not even the wisest among us can set a date. 
\nyone who is fundamentally sound and physically 
well knows that it must come back. I shall not try 
te answer the question, but to propound an interesting 
theory advanced by one of my financial friends, in 
whose judgment I have much confidence. 

He believes that America’s future is really in her 
own hands, regardless of the fact that she must to a 
ereater or less degree take her place in international 
atfairs. He bases this belief on the knowledge that 
more than 80 percent of our product is sold domes 
tically, and his conviction that the future will not 
throw this percentage much out of balance. 

Let us presume, he says, that a great campaign 
were inaugurated to boom “Goods made in America.” 
Let us go further and assume that we had a medium 
of distribution of propaganda that demanded the con- 
fidence of the buying public. What could be done? 

The average income of the head of a family in this 
country is approximately $1,500 a vear. To a large 
extent, the expenditure of the average income is con- 
trolled by the housewife, and she is a part of an army 
f twenty million housewives who handle close to 
$30,000,000,000 per vear. 

Just assume for a moment that through this medium 
these twenty million housewives could be persuaded 
that the quickest way to get their husbands back to 
work, and to continue and indeed increase the annual 
income which they had been handling, would be to 
begin to buy, even if this buying meant the tempo- 
rary reduction of the savings which vears of hard 
work had accumulated. How long would it take to 
start a demand that would sweep the broken lines of 
merchandise off the counters of the retailer, empty 
the already depleted bins of the jobber, and fill the 


factories with orders? 

The margin between a feast and a famine is not, 
after all, a great one. A small gust of wind that 
continues speed soon becomes a hurricane. The open 
ing of the dam to release part of that thirty billions 
of purchasing power would soon start the mill wheels 
going at a pace that would at least bring the work 
man back to his bench with a full week’s pay and 
leave to his employer a margin of profit. 


My friend belicves that the means of turning the 
wheel that will open the great dam valve is at hand 
His medium is the Department of Commerce. The 
hand to guide it is Herbert Hoover; and the channel 
through which the stream of propaganda might rush 
to this tremendous force of buyers is the great group 
of women’s papers of this country. 


—<+or 
REPORT ON STEEL INDUSTRY 
Bureau of Census Figures Show Increases in Steel Production and 
Average Values Since 1914 

A preliminary statement of the 1920 census of manu- 
factures with respect to steel works and rolling mills 
has been prepared by the Bureau of Census, Department 
of Commerce. It consists of a detailed statement of the 
quantities and values of the various products manufac 
tured and cost of the principal materials used during 
the vear 1919. It is of particular interest in showing 
the total and average unit value of the 1920 products as 
compared with those of 1914. 

In 1920 there were 487 establishments whose products 
were valued at $2,814,179,000. As given in the census 
of 1914 there were 427 establishments with products 
valued at $918,664,600, an increase of $1,895,514,400 or 
206 percent. in total output. The output of finished 
rolled products and forgings aggregated 25,368,000 
gross tons, valued at $1,852,128,000, as compared with 
18,482,000 tons and $623,486,000 in 1914, an increase 
of 37.3 pereent. in tonnage and 197 percent. in value, 
and an inerease in average unit values from $33.20 pet 
gross ton in 1914 to $73 in 1919, or 120 percent, 

The percentage ratios of increase in average unit 
values, 1914 to 1919, for the different classes of prod 
ucts, are quite uniform for all other than railroad steel, 
verying from 113 to 162 percent. For steel rails the 
increase in average unit value was but 91.6 percent. 

There was manufactured 33,908,800 tons of steel in 
1919 as compared with 23,383,500 tons in 1914, an 
increase of 45 percent. The plants consumed 23,868,000 
tons of pig iron, or 78.14 percent. of the pig iron 
production for the vear. 


Convention Proceedings Published 
The proceedings of the sixteenth annual convention 
of the National Supply and Machinery Dealers’ Asso 
ciation held at Atlantic City, have been published in 
booklet form by the secretary of the association. 
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Gate ° Valves 


Double Wedge Self-adjusting Discs of 
NON-CORROSIVE WHITE “POWELLIUM” BRONZE. 


With Patented Union Bonnet; Projecting Packing Gland; 
Rising or Non-Rising Stem; screwed or flanged ends. 


For Steam, Water, Gas, Oil, Air or Chemicals 


Avoid disappointment in Valve Service, by specifying 


POWELL VALVES 


THE WM. POWELL CO. 


DEPENDABLE ENGINEERING SPECIALTIES 


WHITE STAR GATE VALVE CINCINNATI, OHIO 
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Victor Balata & Textile Belting Company 
Main Sales Office: 38 Murray Street, New York, N. Y. 


Chicago Store: Manufacturers of 


Factories: 
lies “V.B” (Victor Balata) Belting Easton, Pa. 
and 
Canvas Stitched Belting 
for 


Transmission — Elevating — Conveying 


also 


Tractor and Thresher Endless Belts 


We manufacture all of our products from the raw bale of cotton to the finished belt. 
We spin our own yarn and weave our own duck, enabling us to furnish high quality 
belting with uniformity throughout. 





We carry targe and 
complete stocks tor 
immediate shipment 
at our factory, 
branch stores, ware- 
houses and distrib- 
uting agents, and in 
all markets. 


This is a view of 
our most modern 
factory at Easton, 


Penna., or 


“The Plant Behind 


We have a few de- 
the Product” sirable territories 


still open, 


—Write— 
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Jobber Advertising Necessary 


Jobber Must Sell Himself to the Consumer to Get His Share of Business 


ERNEST 
President, Hollow Center 


During the war the mill supply jobber was too 
busy, at times, to even think of the impression he was 
making on the consumer. Some consumers 
neglected. Service and deliveries were in many in 
poor, and the jobber did not have the 
time to stop and explain why. A great many consum- 
ers of mill supplies drifted away from the jobber and 
started buying direct from manufacturers. The mill 
supply jobber did not notice this when business was 
rushing, as he had all he could do to fill orders and 
secure deliveries, and one dissatisfied customer more 


were 


Stances very 


or less did not affect his total volume of business to 
any great cxtent. 

Now the mill supply jobber has an abundance of 
time to make explanations, and he needs every cus 
tomer that drifted away. It is necessary to win back 
these consumers and -sell the mill supply jobber’s 
service and his importance to the welfare of every 
consumer of mill supplies. 

lhe business will not come back to the mill supply 
jobber if he sits still and waits for it. The manu 
facturer, who sells direct only, is out after the busi 
ness and is getting more than his share. The mill 
supply jobber must do all the things that the manu 
facturer does to get business. First of all, he must 
The day is past when a mill supply jobber 
can operate successfully without advertising. All the 
selling tactics used by the manufacturer should be 
used by the jobber. 

The mill supply jobber is the branch office for every 
manufacturer whose line he handles. He is the sales 
organization, and the same methods used by manu 
facturers who sell direct to the consumer will prove 
just as successful for the jobber. He cannot rely on 
the manufacturer to do all his advertising for him. 
fle must do it himself. 


advertise. 


The selling efforts of progressive manufacturers are 
practically the same everywhere. The manufacturer 
direct better argument than 
the manufacturer who sells through the jobber, when 
we take into consideration only the selling of the 
products manufactured. The mill supply jobber, and 
the manufacturer who sells through the jobber both 
have a better selling argument from the standpoint 
of service and delivery than the manufacturer who 
sells direct. 

The big selling argument that the mill supply job 
ber has in his favor is service and quick deliveries 
from stock of supplies that cannot be secured quickly 
from the manufacturers direct. If the jobber has a 
special quick delivery truck for small orders, he should 
tell the consumer about it. If the manufacturer who 
sells direct had this argument, do you suppose he 
would keep it a seeret. Certainly not. He would 
blazon it all over the territory and take advantage 
of every opportunity to tell prospective customers how 
much better his service and deliveries are as compared 
with the jobber. If vou, as a mill supplv jobber, are 
not doing this, vou are losing vour greatest advantage. 
Selling the mill supply the stand 


who sells has no sales 


consumer from 





H. SMITH 
Packing Co., Cleveland 

point of service, of course, Is not new. 
are continually pounding away at this one point and 
neglecting another of equal importance. The consumer 
wants to know where he can buy certain well-advertised 
articles, and the fact that the jobber has the selling 
ageney adds very much to the prestige of the house. 


Some jobbers 


If you handle a half dozen well-advertised lines group 
them together in your advertising and pound away 
at the fact that you carry them in stock. Mention 
these lines on your stationery, if possible. Connect 
your firm name with these leading lines just the same 
as 1VOry connected with “it floats.” When 
your what lines handle, in 
struct him to have these names on the tip of his 
toneue. Continued mention of your firm name with 
these leading lines will eventually have the desired 
effect. 

Vhe mill supply jobber also has the “back your job 
ber” appeal, which should not be lost sight of. The 
average consumer of mill supplies stands for fair play 
and appreciates the necessity of the close proximity 
of a mill supply jobber to his industrial progress 
Continuous repetition of this “back your jobber” slo 
gan has already brought results and caused business 
to come back to the jobber that was going direct to 
the manufacturer. 

\nother angle of selling the jobber to the consumer 
that should not be overlooked is the friendly and 
neighborly feeling that should exist between them 
The largest bank in Cleveland spends thousands of 
dollars advertising the simple slogan, “Your Biggest 
Friend.” This same slogan can be applied to every 
mill supply house. The jobber is certainly the con 
sumers best friend in time of need and by continually 
reminding the consumer of this fact, he will eventually 
become the mill supply jobbers’ biggest friend, and he 
will realize that the jobber is always ready and 
lous to take care of his requirements. 


soap is 


salesman 1s asked you 
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BELT TREATMENT A NECESSITY 
Prevents Slip, Belts Greatest Enemy, Increases Transmission 


Efficiency, and Lengthens Life of Belt. 
W. F. SCHAPHORST 

I have had more than average experience with belt- 
ing and power transmission problems during the past 
ars and have written a number of articles for 
the technical press on power transmission through 
belting. 

Recently an editor of the trade 
publications in a field where much belting is used 
asked me to explain why I was continually telling 
the user of belts that belts should be properly cared 
for. | told that many of the that 
publication do not care for articles of that kind. 

The editor wrote: “Can't you give us some items 
on belts or transmission without so much reference to 
belt dressing ?” 

There is no question but that | am = enthusiastic 
of belts to Vet best results 


15 ve 


one of foremost 


was readers of 


about taking proper care 
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from Stock! 





regardless of what 
quantities, you want 
shipped TODAY? 

@ Wire them—'phone them—they'll go off our 
warehouse racks and on the cars in a jiffy. 

@ You can always get them from stock, and for a 
fair price, at “‘Medart’s.” 


MR. SUPPLY DEALER 
1We've been engaged In the Pulley business for 40 years, and we know 
a great deal more about making good pulleys than many other concerns. 
{OUR POLICY In bullding Wood Split Pulleys Is: Cheapness Is 
sulcidal; products must be the best In thelr class. We wouldn’t think 
of running the slightest risk of Impairing the value of our most 
valued asset—our Good 


GET the “MEDART” WOOD SPLIT PULLEY from STOCK! 
Medart Patent Pulley Company 


Main Office and Works: St. Louis, Mo. 
Office and Warehouse: 211 Vine St., Cincinnati, Ohio 
Shafting, Couplings, Collars, Hangers, Bearings, Bearing Supports, 


Friction Clutches, Iron Pulleys, Steel Rim Pulleys, Gearing, Sprock- 
ets, Chain, Rope Sheaves, Rope Drives, Belt Tighteners, etc. 




















lotte Dealers! Benefit by 

the Charlotte Exclusive 
Dealer proposition, which 
makes the dealer one of 
its Organization—no sell- 
ing in a Charlotte Dealer’s 
territory without his con- 
sent and approval. 


Jice the ranks of Char- 


Let us tell you the whole story. 





Charlotte Leather Belting Company 
Charlotte, N. C. 


Western Distributing Centre and Warehouse, 
Chicago, Illinois 











LYTESTRONG 


Pressed Steel 


Shaft Hanger 


Men who know shaft hangers recognize 
immediately the built-in strength of the 
Bond Lytestrong Steel Shaft Hanger. 
Folded from heavy, high grade, open 
hearth steel and reinforced at every point 
of strain, it combines light weight with 


the strength of cast iron. 


No dealer's stock is complete with- 
out steel hangers, and many dealers 
prefer the Lytestrong. Ask for 
Catalog 38MS, which tells why. 


BOND FOUNDRY AND MACHINE CO. 


MANHEIM, PENNSYLVANIA 


QUALITY 
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[ admit it. I have had enough to do with belting to 
be convinced that taking care of a belt is the principal 
point of importance after its selection. I believe care 
is of as much or more importance than the kind of 
belt in use. 

\ number of ago a well-known mechanical 
engineer, assisted by the writer, made a series of tests 
on carefully treated belts, and in these tests it was 
demonstrated conclusively that good care is of vital 
importance. 

I do not doubt but that many users of belts are 
opposed to treating them, and they have a right to be 
it they so desire, but I have yet to read a single good 
argument in favor of the undressed or untreated belt. 
The only argument I know, which is only an excuse, 
is that it takes a little time to treat and care for a 
belt and of course that is only a lazy man’s argument. 
It would be very difficult for me to conscientiously 
write anything about power transmission through 
belts without mentioning the care that should be given 
to the belt. Belt treatment stops slip and slip is the 
belt’s greatest enemy. Slip is undesirable in efficient 
belt transmission. 
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NEW BUILDING BEING ERECTED 
Dodge Sales and Engineering Company Announce Completion of 
Excavation for $1,000,000 Building 


The Dodge Sales & Engineering Company, Misha- 
waka, Ind., announces that the excavation for its new 
$1,000,000 building, 49 Park place, New York City, 1s 
practically completed. The new building will occupy 
165 feet on West Broadway, 50 feet on Murray street 
and 75 feet on Park place. Present plans call for 
twelve stories, but foundation and construction will 
permit of an additional four stories if needed. The 
location of the new building is very convenient, as it 1s 
within two blocks of four elevated stations, one-half 
block from Church street subway station, two blocks 
from City Hall square and three blocks from Hoboken 
ferry. 

The basement of the building and part of the first 
three floors will be used by the Dodge Sales & Engin- 
eering Company as a warehouse, and for the sales and 
distribution of Dodge, Oneida and Keystone products 
for the mechanical transmission of power, covering 
both domestic and export needs. 

The products of the Dodge Sales & Engineering 
Company include pulleys, rope drives, hangers, shaft- 
ing, bearing, couplings and heavy oil engines, and are 
all distributed, in the main, through six hundred 
dealers who feed from the various branches of the 
organization located in nearly every large city in the 
United States. The branches all carry large stocks in 
their warehouses of factory power transmission 
devices which enables the dealer to carry in stock, and 
supply on short notice, any form or unit used in the 
mechanical transmission of power in any factory. 
Most of these units are standardized and the service 
which Dodge is thus able to render is prompt and 
efficient in every degree. 

For some time past the export business of the Dodge 
Sales & Engineering Company, which has been under 
the direction of S. A. Emery, manager of the present 
branch at 21 Murray street, has been showing a very 
healthy and satisfactory growth and the new quarters 
of the organization will permit of the prompt filling of 
all foreign orders. 


The new building will probably be known as “Power 
and Transmission Building,” as it is the intention to 
make this building a new center for the sale and distri- 
bution of factory and mill supplies for power and 
transmission purposes, including belting, factory and 
mill supplies and machinery and allied hardware lines. 
(ecupancy is expected by May 1, 1922 and The Dodge 
Sales and Engineering Company has already received 
many inquiries from the industries about space rental 
in the new building. The erection of this $1,000,000 

















PROPOSED 


NEW BUILDING OF DODGE SALES & 


co. IN NEW YORK. 


ENGINEERING 


building at the present time reflects the absolute conti- 
dence felt by Dodge officials in the present upward 
trend of business, and their determination to give 
larger and more adequate facilities for users of Dodge 
products everywhere. 


—tor 


T. A. Jones Elected President 


At a recent meeting held at the Chicago offices of 
the W. A. Jones Foundry & Machine Co., to elect a 
new president to succeed Wm. A. Jones, who died 
recently, the following officers were clected: T. A. 
Jones, president; W. G. Jones, vice president and 
treasurer; J. A. Sizer, secretary ; G. W. Page, assistant 
secretary. T. A. Jones, the new president, has been 
associated with this company for many years as secre 
tary and treasurer, and is largely responsible for its 
firm position in the business world at the present day. 
The general policy of the company is in no way altered 
by these elections. W.G. Jones continues as general 
manager in addition to holding his new positions as 
vice president and treasurer. 
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“It speaks for itself—a high class catalog 
for a high class house.”’ 


That’s the verdict of those who have made 
the test. : 


Words are of no value unless backed by 
proof, but there is ample proof of the 
superiority of Covurn (| Unit Catalogs. 

All that you have to do to check us up is 
to take a copy of the old style catalog and 
place it beside a copy of the new up-to-date 
sales producer, the Conunn(#|Unrr Catalog. 


Note the clear, concise, compact method of 
compiling used. 
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un™ Unt Catalog 


Sixty Coumn (Unit Catalog pages are equal 
in contents to one hundred old-style 6x9 
inch pages. 


Each item stands as a unit, with its own 
sales description, illustration and list, 
making Conuras() Unit Catalogs time and 
money savers. 


Cuts are ‘in proportion to the page and 
descriptions cover the important details a 
buyer is interested in. 


The size of the Covunn #) Unit Catalog is 
7'2x10% inches, trimmed page, which is 
the most economical size for catalogs. 


We have thousands of up-to-date Coum®Unr pages standing in type. It is 
the work of but a few hours to select the pages you need for your new catalog. 
You select your pages by columns so that your catalog will contain practically 


such material only as you want to list. 


Couumn(*|Unt Catalogs cost no more than the old, inefficient catalogs, but bring 
you a greater return on the money invested. Order them! 


Write for full particulars and interesting data to 


Wynkoop Hallenbeck Crawford Co. 


Printers—Trade Catalog Publishers— Binders 


80 Lafayette Street 






New York, N. Y. 
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Advertising as a korm of Business Insurance 


Lhe Firm Which Advertises Is Five Times as Likely to Stay in 
business and to Expand as Its Non-Advertising Competitor 


The development of advertistng in the last twenty- 
five years has been almost phenomenal. ‘The rapid 
development oi the field naturally resulted in extrava 
gant claims on the part of 
reliable agencies, and in 


some mediums 
some cases in unfulfilled 
expectations on the part of advertisers. The second 
fact was due in part to the first, and in part to failure 
to understand the role played by advertising in the 
merchandising process. 

The failure 


and less 


to understand the function of advertis- 
indicated by the fact that during the 
inflation, when extravagant expenditures 
generally served to decrease income and excess profits 
taxes, many firms increased their advertising appro 
priations to unwarranted proportions, and by the fact 
that thousands of firms rushed to cancel their adver 
tising contracts at the first [ 
business. 


ing is clearly 
period of 


signs of a slump in 

It has always been difficult to secure specific data 
on advertising results because of unwillingness on the 
part of advertisers to disclose all the facts leading to 
their success, the lack of exact knowledge on the part 
of many advertisers of what their advertising has 
actually done for them, and because of the unavoidable 
conditions which compel the final effectiveness of 
advertising to depend so largely on related conditions. 

Because of these facts any specific data which can 
be secured carries particular weight and is of real 
service to the business of the country as a whole. 

Great significance has been attached to figures 
recently published, which show that 84 per cent of all 
business failures in 1920 were of firms which failed 
to advertise. Light from a somewhat different angle 
is thrown upon the subject by Harold K. Ferguson, 
president of The H. K. Ferguson Company, engineers 
and builders, Cleveland, in a booklet entitled, “A Rela 
tion Between Advertising and Construction.” His 
simple description of his firm’s experience in advertis- 
ing should be of value in any line of business, and is 
well worth repeating. He says: 

“In a period covering many years of active personal 
effort in the engineering and construction business— 
particularly in the industrial field—one fact has 
recurred with such increasing regularity that it repeat 
edly compelled my attention. 

“From first entry into construction, I found 
myself, time after time, dealing with concerns whose 
names are household words from coast to coast 
because of their continued and aggressive use of adver 
tising. There have been times, in fact, when my busi 
ness activities have been almost exclusively confined 
to such concerns. 


my 


“The first result of this rubbing elbows with adver- 
tisers was one which is typical of human nature. 

“T imitated them. At a time when almost every 
step was pure pioneering, with little or no precedent 
to guide me, it induced me to apply advertising to the 
sales-problems of engineering and contracting. It was 
the unswerving faith in advertising displayed by these 
notable advertisers, which convinced me that it was 
and is a force far more generally applicable to all 


than 
associates then believed. 


business problems the majority of my own 
\Without conscious effort on 
their part, my customers unknowingly ‘sold’ me on 


advertising and sold me sufficiently to induce me to 


make what my friends then believed to be a rash 
gamble. 

“At first this was the sole result of my contact 
with advertising, as I did not then sense the full 


scope of the fact upon which | had “stumbled. 

“The second step in my own advertising education 
came when | awoke to the fact that my past dealings 
with individual advertisers were merely an indication 
of the future. National advertisers, I found, could 
not build one plant for all time, but were continually 
reappearing in my prospect file. It became increas- 
ingly self-evident that my biggest markets 
promised always to remain among my past customers 
of this national advertising group. 
year them to be the concerns 
quently in need of increased floor space. 


one of 


kach succeeding 
disclosed most fre 
\cting upon 
this discovery, I took precautions to urge each sales 
representative to call upon every national advertiser 
in his territory. 

“The actual incident which led to this booklet, how 
ever, was the recent publication of the statement that 
84 percent of all business failures in 1920 were of 
non-advertising concerns. The emphatic nature of 
that percentage convinced me that it would prove 
worthwhile to tabulate and check up my own experi- 
ences to discover whether a parallel truth was con 
cealed in them. The figures thus obtained went far 
beyond even my own expectations in the degree to 


which they compel recognition of the power oi 
advertising. 
“Selecting for convenience the first one hundred 


factory contracts of The H. K. Ferguson Company, a 
detailed analysis, name by name, disclosed so definite 
a relation between advertising and construction that 
they seemed to me to demand publication. The 
hgures, when listed and verified, analyzed as follows: 

“Total contracts listed, 100; Advertisers, 67; 
advertisers, 13; new companies, 15; 
only, 5. 


non 
local business 

“When, for our present purpose, new companies not 
in production and those companies with only a local 
field of operation are excluded, the statistics, stated 
in percentages, becomes so pointed in their teachings 
that they merit the attention of any business executive 
who seeks to sell his product over a wide area. 

“Out of this first hundred the total number of 
firms building factories for the increased production 
of products to be sold on a nation-wide basis is 80. 
The greatest single group in this 80 is that of national 
advertisers. Out of the total operating on a nation- 
wide basis 4834 percent are national advertisers. Of 
the firms ordering more than one Ferguson factory in 
this period, there was only one outside of this national 
advertising group. 

“Closely allied with this group are the firms whose 
advertising message, because of individual determining 
factors, is permanently or temporarily limited to those 
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orders unsolicited. a number of them 
STEPHENSON belt dressing. 


of your own advertising. 


come to us 


users. 


line. 


this vicinity at least than of the other solid dressings. 


never bring so many repeat orders as it does. 





Any supply house dealing in almost any line, will have calls for 
belt dressings. It is our experience that when we do 
specifying 
Such orders, no doubt, are results 
The form in which you make up the 
dressing in very attractive to most men who have occasion to use 
such material, and of course your product. having been on the 
market for so long, has become the standard with a great many 


As to profit, we believe that any jobber or dealer should be well 
satisfied with the margin they can make through the sale of your 


Regarding sales of your product as compared with sales of other 
dressings. we feel sure that there is more of your dressing 


While we have no occasion to use any of the dressings our- 
selves, it surely must be “right” as regards quality or it would 
It is very seldom 
that we sell a man some of your belt dressing that he switches 
to something else when he again requires such material. 
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STEPHENSON; Fis 








Tear off the coupon below, 
mail to us with your name 
and address, and we will 
send full particulars on our 


proposition to dealers. 
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Trade Mark Registered 

















BAR BELT DRESSING 
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Stephenson Mfg. Co. 


Established 1888. 


Incorporated 1897 


Please send full particulars concerning your propositicn without obligating us in any way. 


Name 


Remarks 


Address 
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publications of selective circulation which are com- 
monly known as class publications. 

“Taking the sum of these two advertising groups, 
we find that 8334 percent of all Ferguson factories 
are erected for concerns which advertise. 

“The emphatic character of this percentage is fur- 
ther substantiated by the fact that the floor space 
furnished to advertisers totaled 2,423,000 square feet, 
as compared with 193,000 square feet purchased for 
the production of non-advertised commodities (new 
concerns or manufacturers with local markets not 
being included in these figures). 

“The figures thus separately secured agree convinc- 
ingly as to the power of advertising. 

“Of all business failures 84 percent are non-adver- 
tisers. 

“Of the total new floor space 926/10 percent was 
required for the increased production of advertised 
commodities—or something more than twelve times 
the space purchased by non-advertisers. 

“Stated differently, the figures indicate that the 
manufacturer who advertises is five times as likely 


to stay in business as his non-advertising competitor, 
and is five times as likely to need more factory space 
which he will probably buy in two and one-half times 
the quantity required by the non-advertisers.” 

The evidence seems indisputable. Advertising is 
almost indispensible to business expansion and busi- 
ness stability. The memory of the buying public is 
short-lived, and continuous advertising is required to 
keep a product from being forgotten. Advertising is 
supplementary to sales effort; it opens and smooths 
the road for actual sales—it creates demand. At no 
time is the need for sales greater than in periods of 
depression, when the need of funds, which can come 
only as a result of sales, is of first magnitude. At no 
time is the need of advertising greater than in a period 
of depression when the sales department requires 
every available assistance to overcome sales resistance. 

No firm should abandon its advertising at any time, 
but it can better afford to do so when business is 
booming and sales require little or no effort, than 
when such conditions as business has recently been 
experiencing, exist. The evidence furnished by the 
figures on business failures for 1920 is conclusive. 


—<or 


The Industrial Outlook 


I:nd of Buyers’ Strike and lage Reductions Helping Business 


strike 
some 


Now that the railroads have ended their 
against buying and appear ready to spend 
money, if only in a moderate degree, following the 
potential $400,000,000 a year saving through wage 
reductions ordered by the United States Railway 
Labor Board, and with iron and steel mills through 
out the country having made substantial wage reduc 
tions, the outlook for the mill supply industry has 
visibly improved. 

Officials in Washington confidently expect that by 
September or October the class 1 railroads, with the 
wage reductions which took effect July 1, will show a 
net income equal to six percent on their valuation. 
These wage reductions will cut railway pay rolls 
about $400,000,000 annually. At least $250,000,000, it 
is believed, will be available for the railroads soon, 
and that with additional appropriations by Congress 
the total will reach $500,000,000 during the fiscal 
year. With this money available the railroads will 
be able to make necessary repairs and replacements. 

Practivally all railroads operating in Wisconsin have, 
since August 1, either reopened or enlarged the work 
ing forces of shops handling locomotive and car con 
struction and repairs. The Chicago, Milwaukee & St. 
Paul Railway is doubling the working hours at the 
locomotive and car shop at Milwaukee, one of the 
largest operated by the system. The total number of 
workdays, counting each day worked by each man as 
one workday, 1s being increased during August by 
approximately 35,000 hours. ‘ 

\bout 600 men have returned to work at the New 
York Central Railroad locomotive shops at Albany, 
N. Y. This number represents half of their normal 
working force, and is a particularly encouraging move, 
as these shops have been closed for the last 
months. 

The Illinois Car and Equipment Company, Ham 
mond, Ind., has recently received a large railroad 
repair order in the east and reopened August 1 with 


S1X 





Tt Reel 


employment for 800 men. The Standard Steel Cat 
Company of Hammond also has new orders necessi- 
tating the employment of additional men. 

\t East Chicago, the sheet mills at the Inland Steel 
Company have opened at capacity. At Gary, twelve 
hot mills and eight sheet mills of the American Sheet 
and Tinplate Company have been put into operation, 
and the rail mill of the Indiana Steel Company is 
speeding up. The American Sheet and Tinplate Com- 
pany plans to put 29 hot mills in operation in the 
near future at its Shenango plant at Newcastle, Pa., 
an increase of ten mills. Their schedule will be five 
days a week. 

The steel plants of the Youngstown, Ohio, district 
have begun operations increased to about 50 percent 
of capacity. The union steel workers have agreed to 
accept the sliding wage scale in effect in 1919 and 
1920, which means a reduction in the current base 
rate of about $1.14 a ton. Furnaces and mills in Ala 
bama are reported opening after being closed for the 
past several months. 

Mills in other industries are also reported as resum 
ing operations. The Highland Park Textile Mills, 
embracing five plants in North Carolina, will resum« 
operations as soon as enough workers can be obtained 
The International Paper Company is adding to thx 
number of its mills in operation and is expected to be 
running at capacity soon. 

Forty thousand workers of the H. C. Frick Cols 
Company have accepted a cut of 10 percent in wages, 
bringing the scale back to approximately the 191! 
basis. Union moulders employed in’ Boston an. 
vicinity have accepted a second wage cut, bringing 
the scale to S6.a day, compared with the wartime wage 
of $7.20. Effective September 1, wages of all em- 
ploves, including the president and all other officers of 
the Union Twist Drill Co., Athol, Mass., were reduced 
20 percent. 

The Central Massillon Mill 
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Backs Up Your Own Reputation 





gy 















































| 


























| 


{ 





ELLING the story of Gandy Belt month by month by 
"TT sdvertsing in the trade magazines definitely organizes 

the demand for this superior belting. Since 1880, 
Gandy has been the standard stitched cotton duck belt. It 
backs up your reputation with in-built quality, creating con- 
fidence in the goods you sell. 


Full particulars of dealer contracts will be sent on request 
to established dealers. 


THE 











GANDY BELTING COMPANY 


MAIN OFFICE AND FACTORY: 757 WEST PRATT ST., BALTIMORE, MD. 


NEW YORK: 36 WARREN STREET - ° CHICAGO 





549 WEST WASHINGTON ST. 
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Co., and the National Pressed Steel Co., Massillon, 
Ohio, report increased operations at their plants. The 
Laughlin plant of the American Sheet & Tinplate Co., 
Martins Ferry, Ohio, started 12 mills recently, giving 
employment to 800. This plant has been idle all 
summer. The new plant of the Louisville Sheet Steel 
Co., Canton, Ohio, is now running and an early 
resumption of all other departments of this company’s 
works is indicated. 

\ plant addition calling for the expenditure of 
$100,000 is to be erected at Petroleum, Pa., near 
Sharon, by the Pennsylvania Tank Car Co., to be 
used as a repair shop for tank cars. Machinery will 
be installed for the fabrication of steel for the manu 
facture of cars. Directors of the company have also 
appropriated a like amount for the construction of 
another plant at Argentine, Mo., near Kansas City 
\pproximately 600 men will be employed in the two 


plants. It is estimated that the company has about 
$500,000 worth of repair and new car work pending. 

The United States Steel corporation recently 
announced another adjustment in the wages of its 
employes. This reduction, which went into effect 
August 29, brought the wages of unskilled labor to 
30 cents an hour, or to the level which prevailed on 
May 1, 1917. 

All this looks very encouraging to the mill supply 
jobber. When employer and employe were at each 
other’s throats, the one fighting for a reduction in 
operating expenses through a wage reduction, the 
other struggling against such a move, mills were shut 
down, with the result that the mill supply jobber had 
a poor market for his products. Wuith the wage dis- 
putes out of the way and mills in operation again, the 
mill supply industry should show marked improve- 
ment. 


—ter 


Pageant of Progress Boosts Mill Supply Industry 


Huge Industrial .xposition Brings Together Manufacturer, Jobber and Ulti- 
mate Consumer of Mill Supplies in Friendly Contact — Buying Stimulated 


The curtain has been rung down on one of the 
greatest industrial expositions in Chicago’s history. 
With the closing of the gates, at midnight, August 14, 
on the last of the visitors, came the end of Chicago's 
Pageant of Progress Exposition on the municipal pier. 

During the fourteen days it has run it is estimated 
that more than 1,000,000 Chicagoans and visitors have 


seen it. In fact, so great was its success, and so 


up on factories to aid in the filling of orders, will 
lead the way to starting the wheels of industry mov 
ing and thus absorb the unemployed. 
will be greatly stimulated. 

One of the most noticeable features about Chicago’s 
Pageant of Progress Exposition was the friendly and 
optimistic spirit that prevailed among the 20-odd 
manufacturers and jobbers of mill supplies who were 


In short, buying 

















TYPICAL 


many were the people attracted by it to Chicago from 
all parts of the country, that it has been decided to 
make it a yearly event. The opening date of the 1922 
Pageant of Progress will be on July 29. 

Considerable elation was expressed by exhibitors 
over the business done during the exposition. <A 
refrigerator manufacturer booked enough orders to 
keep his plant working steadily for a year. An auto- 
mobile concern took enough orders for a trainload of 
ears. Electric and household utilities reported sales 
amounting to $425,000. One mill supply manufacturer 
reported sales made far in excess of his expectations. 

Millions of dollars in orders, prospects of other 
millions by following up “leads” secured at the expo- 
sition, and promises that help wanted signs will go 





meer 


EXHIBITS ON MUNICIPAL PIER 





AT PROGRESS EXPOSITION. 


exhibitors. The general opinion expressed by these 
exhibitors was highly sanguine over the interest their 
exhibits had aroused, the number of direct inquiries 
they had received from prospective purchasers, and 
the amount of business they had actually transacted. 
It was almost unanimously agreed that the exposi- 
tion, as far as they were concerned, was a huge suc- 
cess, and that they would undoubtedly take space for 
next year. 

A most interesting exhibit was that of the Crane 
Company, Chicago, in charge of members of its sales 
force. Aside from its plumbing exhibits and charts 
showing the physical properties of metals used in the 
manufacture of its products, which was of general 
interest to the public, the firm had a very complete 





































































































































GEO. W. PYOTT CO., 


North Ave. & Noble St., Chicago, III. 























Every Transmission 
Appliance 


Our stock embraces everything required in 
the line of power transmission products. 


Pulleys of any diameter to carry any load. 
Hangers, pillow blocks, couplings, friction 
clutches and pulleys, gears in standard sizes 
or cut to specifications, shafting, collars. 
wood and steel pulleys, sprockets and chain. 


Every product represents the highest degree 
of efficiency and quality that it is possible 
to produce. Our large stock enables us to 
supply you with exactly what you need, 
when you need it. 


G. W. P. equipment sells and stays sold. 


Send for catalog. We co-operate to the 
fullest extent with our dealers. 
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line of valves, boiler feeding traps, and gauge glasses 
on display, which was of particular interest to jobbers 
and users of mill supplies. This section of its exhibit 
was under the supervision of F. L. McCreary of its 
specialty department. 

The exhibit of the Bayley Manufacturing Company, 
Milwaukee, in charge of Cuthbert Schaffer, its Chicago 
representative, was given over to the display of venti- 
lating and heating equipment. Notable among these 
items were the Plexiform ventilating fan, Chinook 
radiator, and its new Thermo Unit for heating and 
ventilating schools and garages. 

The E. L. Essley Machinery Company, Chicago, had 
a comprehensive exhibit of machine tools in charge of 
its general manager, J. J. Shanahan. 

An exceptionally well arranged display was that of 
the Barrett-Christie Company, Chicago, mill supply 
jobbers. Its exhibit consisted of shovels, belt lacers, 
leather belting and steam traps, one of the latter being 
in operation. The booth in which it had its display 
was under the personal supervision of Harry Barrett, 
president, assisted by E. S. Elliot and Harry M. Grove, 
salesmen. 

The Machinists Supply Company, Chicago, mill sup 
ply jobbers, had an exhibit of machinists’ precision 
tools made by the Brown & Sharpe Manufacturing 
Company, Providence, R. I. This’ exhibit 
charge of H. J. Johnson and T..A. Day, salesmen for 
the Chicago branch of the latter company. 


was in 


Sanitary specialties, garage drains, grease traps and 
floor drains comprised the exhibit of the Compound 
Injector & Specialty Company, Chicago, in charge of 
its sales representative, George B. Barron. 

The American Steam Pump Company, Battle Creek, 
Mich., had a very interesting exhibit of steam pumps, 
steam traps and vacuum heating pumps. The exhibit 
was in charge of representatives of its Chicago branch. 

The American Wood Working Machinery Company, 
Rochester, N. Y., had an exhibit of woodworking tools 
in actual operation. The display was in charge of H. 
Vaughn, manager of the central sales department of 
this company. 

The Illinois Steel Company and the American 
Steel & Wire Company, subsidiaries of the United 
States Steel Corporation, had a booth together show 
ing the principal products of the two companies. 
Most of the space was devoted to various kinds of 
fencing, showing methods of erection, and the sani 
tary features of their plants. The exhibits were in 
charge of R. E. Francisco of the American Steel & 
Wire Company and R. J. Young and John H. Kassens 
ot the Illinois Steel Company. 

The Vaughan & Bushnell Manufacturing Company, 
Chicago, had a very complete exhibit of machine tools. 
An article that created a great deal of interest was 
its new nut plier for lead nuts on storage batteries. 
The exhibit was in charge of its salesmen. 

The Simonds Manufacturing Company, Fitchburg, 
Mass., had an exhibit of its hack-saw blades and other 
items in charge of J. W. McLain, of its Chicago sales 
force. Of note were the inquiries from foreigners that 
this company received. 

The Ingersoll-Rand Company, New York, had an 
unusual exhibit of compressed air machinery. 

The H. Channon Company, Chicago mill supply 
jobbers, exhibited factory machinery, tools, ete., under 
the supervision of M. Long, sales manager. 


Other exhibitors in the mill 


supply line were 








Jerome - Rothenbucher Valve Co., Chicago, pump 
valves, ete., in charge of William Dougal, sales man- 
ager; Lynch-Clarisey Company, Chicago, oils and 
boiler compounds, in charge of John Clarisey; the 
Flash Sales Corporation, Chicago, pliers, wrenches, 
etc., in charge of Joseph Eifel, general manager, who 
reported that he made enough sales to pay exhibit 
expenses at the pageant; the Graver Corporation, East 
Chicago, Ind., steel tanks, etc., in charge of A. Dust; 
the Larco Wrench & Manufacturing Corporation, pipe 
and nut wrenches. 
<r 


IDEAS SHOULD BE PRESERVED 


Every Idea Has a Value—Use It Today or Provide Some Method 
of Preserving It for Future Use 
H. R. TOTTEN 

Do you file away for future use the ideas which 
flash into your mind during odd moments of the day? 
If such is not your practice, it is time for you to get 
the habit. 

While going the rounds some morning, an idea may 
pop into your head as to how you might materially 
increase the efficiency of a given department by mak- 
ing changes in the present system. You give the plan 
a moment’s thought, but decide that current condi- 
tions are against attempting a change, and you cast 
the idea aside. This is a grave mistake. 
conditions better suited to trying out that 
develop. 


Some day 
idea may 


Ideas are money. Ideas are success. They should 
be filed away against the day when they will be able 
to demonstrate their worth. The mistake most of us 
make is in letting ourselves become so absorbed in the 
necessities of the moment 


that we cannot vision the 
future. 


The result is that we throw away precious 
ideas, just because we cannot see their worth at once 
Al 
ways carry a small pad of paper with you, and, no 
matter where you are when an idea comes to you, jot 
it down on the pad. Whenever there is an idle period 
during the day, perhaps after lunch, when you may 
be in the habit of enjoving a smoke before settling 
down to the tasks of the afternoon, get out the pad and 
dictate the ideas gathered to a stenographer. Have 
her tvpe each one upon a separate sheet of paper, 
making carbons. File the carbon in the office, and 
take the originals home. 

But do not let it end with filing. Make it a part 
of your regular routine to go over the home-file one 
evening each week, adding to your notes the result of 
later thought. In the course of time you will tind 
that vou have well developed plans ready for execu- 
tion. Another result of this idea-collecting system 
will be that you will cease to find yourself taken by 
surprise when called upon for a few remarks at an 
association meeting. You will always be prepared 
with an idea and in a position to give utterance to 
something worth hearing. 

The particular method described for the gathering 
of ideas may not appeal to you. 
teF. 


Here is a way to collect and preserve ideas. 


That does not mat- 
It is the habit of putting away ideas for future 
reference and use that counts, not the way in which 
it is done. If you be one of those unusual people so 
constituted that you can keep your ideas on record in 
a mental file, so much the better. But whatever your 
method preserve the ideas picked up during the day’s 
work—do not throw them away. That is the most 
important idea of all. 
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—when you have a clear guide 
pointing the way to sure adver- 
tising results? 


Circulation is considered first in 
selecting publications for your 
campaign. 


How much better it is to have 
figures audited and verified by 
the Audit Bureau of Circulations. 


Twice a year the records of the 
members of the A.B.C. are 
checked. The reports then 
issued give in detailinformation 
from which you can tell— 


Who gets the publication 
Where it goes 

What is paid for it 

Its fitness for your campaign 


Work in the light of Audit 
Bureau Reports, and your ad- 
vertising appropriation will go 
farther. Your message will go 
to the right readers. 


HALL QUPPLIES 





is a member of the A. B. C. and welcomes 
comparison of circulation facts. Pub- 
lishers’ Statements or Audit Reports will 
be gladly supplied upon request. 
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Did you ever study humanity in a railway station? 
There are usually three pretty well defined types of 
men there. One man is walking up and down, look 
ing at his watch, asking the ticket man or the infor- 
mation man questions, apparently raving inwardly at 
the necessity of waiting. Another man has the same 
length of time to wait, is perhaps in greater need 
of getting along on his journey, but he knows he can 
do nothing to hurry the train, so he digs out a book 
that will make him forget the time. He reads for 
amusement, he studies, or he works with corre- 
spondence or orders. He makes the time count. The 
third man settles into an apathetic attitude and 
drowses or merely waits with a vacant mind. 

Did you, as a traveling salesman, ever estimate how 
much time you spend in a year waiting for trains? 
You can seldom arrange it to walk into the station, 
get your ticket and have the train pull in just as you 
put your change into your pocket. You must inevi- 
tably spend some time waiting. It may be five min 
utes, it may be five hours. You may wait after you 
get to the station, or you may wait at the hotel for 
the time to pass. In spite of your willingness to hunt 
up every possible prospect in town, you cannot always 
use all that spare time in making calls. You will be 
confronted almost every day with time to be spent 
waiting for trains or other transportation. 


or 


What do you habitually do with that time? There 
may be three hundred hours of it during the year. 
There may be only two hundred. There certainly will 
be a lot of such time. Why waste it? In suggesting 
that this spare time be made to count, there is no 
thought that you should work all the time and never 
get any recreation. You might get the best return 
from an hour of spare time of that sort by using it 
in recreation. It might pay a good return if used for 
a brisk walk for exercise, because you have gone 24 
hours without any outdoor exercise. It might be the 
means of resting your mind after a hard struggle with 
refractory buyers if you used the time in seeing an 
entertaining movie. It possibly would be restful to 
read a good novel and get your brain into such a state 
that when you got onto the train you could go to bed 
and sleep. 

But there is a very good chance that you gtt enough 
exercise, that you get enough amusement, and that 
the best use you can make of that spare time would 
be in learning more about your business. It is cer- 
tain that there are hundreds of times when you have 
a fifteen-minute wait and cannot leave the station. 
You could get fourteen minutes of good study into 
that time and benefit that much in better salesmanship. 

You will get real results from otherwise wasted time 
if you have some one line of reading or study that 
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uccessfdl Salesmanship 


By Frank Farrington 
All Rights Reserved 


Tips for Salesmen 





you habitually follow at such times.. You may want 


to learn something about Spanish or Italian. You 
may want to study English grammar for the benefit 


of your own speech. You may want to study books 
on the subject of practical salesmanship. You may 
want to familiarize yourself with the sources and 
methods of securing the raw materials from which 
your product is made. You may want to study some 
branch of engineering in order to be able to talk 
intelligently with your prospects. 

Whether or not you make such a use of waiting time 
depends upon whether or not you have ambition and 
want to get to the top in your profession. The sales- 
man who is really ambitious does not want to waste 
time. He will get his share of amusement and of 
recreation, because he knows he needs them both, 
but he will not want to sit and wait in a semi-stupor 
for half an hour to pass while a train covers twenty- 
five miles coming his way, nor will he think of trying 
to hurry the train by restlessness and complaints 
about the railroad service and the stupidity of station 
employes. Successful salesmanship is acquired by 
time well spent. Unsuccessful salesman can look 
back, if they will, upon countless hours of wasted 
time. 

They used to say that everything comes to him 
who waits, and the man who could bide his time was 
pointed out as the man who would in the end get 
what he wanted. It is not much that way as it 
once was. The man who plans to get what he wants 
by waiting for it is very likely to sce somebody else 
grab it. 


as 


You have a prospect you are very anxious to sell. 
You call on him regularly every trip and make your 
usual unavailing effort to interest him. You perhaps 
reason that if you keep calling and waiting for him 
to develop interest in your line you will eventually 
land him. Perhaps you will eventually hit upon some 
line of talk that will interest him—but if eventually, 
why not now? Why not figure out today what will 
interest that man? If you have seen him many times 
you ought to know something about his characteris- 
tics. You should have an idea of what sort of things 
interest him. Instead of planning to wear out his 
resistance by merely continuing to see him in a rou- 
tine way, devise some way that will be out of the 
ordinary. Don’t just wait for him to get tired of 
turning you down and give you an order as a reward 
for your patience. Act in a more aggressive way and 
get his business by showing him reasons for giving it 
to you. 

The waiting game is not ordinarily a winning game. 
There are too many other fellows who do not wait, 
and they get in ahead of the mere waiter. Action is 
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Double Your 


Sales Force 


without increased expense 


Take advantage of the Jones co-operative sales and adver- 
tising plan. 


After we have supplied you with a stock of power irans- 
mitting machinery, we help you to secure a quick turnover. 
We create new customers for you, heip you to sell them 


right, keep them sold, and maintain their good will. 


It’s like doubling your sales force, and having some one else 


foot the bills. 


Write today for details 


W.A. Jones Foundry 
& Machine Co. 


4411 West Roosevelt Rd., Chicago 
20 Murray St., New York 
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what counts. If you are made to wait, act while you 
wait. Act in devising plans to be put into execution 
just as soon as you are compelled no longer to wait. 

I have seen salesmen who when they had to wait 
a quarter or half hour to see a prospect spent that 
time in yawning and drumming with their fingers, in 
smoking, in flirting with the girl at the information 
desk-—in any of a dozen useless ways, never giving a 
constructive thought to what lay ahead of them. | 
have seen other salesman who regarded that little 
wait as just the opportunity they needed to go over 
in their minds their proposition and get it into stronger 
form for presentation. They may have been ready 
before, and they may have been letter-perfect in their 
part, but they had the sense to know that there, under 
the buyer’s nose, in the environment in which he 
works, they might evolve some new approach, make 
some change in their line of attack that would 
them into his good graces more quickly. 


get 


The starter in a horse race is not expected to give 
the drivers time to warm up their horses after the 


race has been called, and if some of them try to do 
that by making a lot of extra scoring up necessary, 
they are soon told where to get off. Don’t take the 
time of the buyer for mental exercises you ought to 
have gone through before getting into his office. The 
time you have to spend in waiting should be made a 
time for getting ready. 


There is another time when the salesman sometimes 
Is that he must wait, and that is when he comes 





into the factory to make a report or transact other 
business. He is to see the sales manager. The sales 
man comes to the factory at nine o'clock in the morn- 
ing and is told that the sales manager is in 


a con 
ference and will be tied up all morning. There is a 
half day on the salesman’s hands and there is a very 
good chance that it may be wasted. Or it may be only 
a couple of hours instead of a forenoon. 

The salesman with an hour or two to wait rarely 
makes as good use of that time as he might. He does 
not go into the manufacturing department to see how 
some process is handled that is new to him. Ele does 
not go into the shipping department to get on the 
good side of the fellows there. He sits and enjoy s the 
leisure with a good cigar and a newspaper. 

Well, it is the same with this waiting time as with 
other similar times. There is a chance there for the 
salesman to gain some information, to get ahead, to 
better his ability. Some men seize such opportuni- 
ties, and some do not. What do you do about it? 

Success in salesmanship is achieved by constantly 
improving. We improve only by effort. No effort, 
no improvement. It is all up to you whether or not 
you grow. 

It is often a temptation to sit down and rest while 
you wait; to take it easy while you can. A salesman 
needs plenty of rest, but the right time to get it is at 
night, not during the business day. He ought to be 
on the job during business hours, exercising his mind 
for the benefit of his business even when he is not 
actually talking to buyers. As a matter of fact, com 
paratively little of the salesman’s business time is 
spent in actually talking to prospects. If he expects 
to work only in the presence of a buyer, his real work 
ing hours each day will be very short. He should be 
working his brain most of the rest of the time, occupy 
ing his thoughts with plans for reaching prospects and 
with arranging in his head what he is going to do 


and say when he finds himself in the prospective 
purchaser’s presence. 

It is scarcely too much to say that a salesman’s 
success may easily depend upon what use he makes of 
the time spent in waiting. 


tor 


FOUR AIDS IN SELLING 
Tact and Co-operation Between the “Boss” and the Salesman 
An Essential in Retail Selling* 


Sending the store salesman outside the store to get 
business probably requires the greatest amount of tact 
and co-operation between the and the salesman 
of any situation that arises in retail selling. 

In the large mill supply house there are salesmen 
who specialize in the different lines sold; taps and 
dies, gauge glasses, steam traps, pneumatic tools, and 
electrical supplies. 


oe » “ ” 
9OSS 


Every good mill supply salesman has a general 
knowledge of all lines carried by his house, but in 
each organization there are men who are naturally 
adapted to sell certain lines better than others. Send 
out the logical man to sell the line selected. Remem- 
ber square pegs and round holes. 

Before sending the man out, an absolute under- 
standing should be reached on four points: 

1. What article ts going to be shown? Don’t send 
the man out to sell mill supplies; have him take some 
definite article to push. He will pick up the miscella 
neous goods as he progresses with the customer. 

Zz. Who 1s he going to see? Go over the list of 
prospects with him. Suggest different things that 
your longer selling experience tells you should be 
sold to ditferent customers. Have the salesman phone 
in to the store if he deviates from the 
laid out, because he may be needed at the store. 
lone 


schedule as 
As 
as human nature is made up of personalities, 
there are sure to be some customers who prefer one 
salesman to another. 

3. Instruct the the credit of the 
\ salesman can adjust his selling to meet 
the rating and have a definite understanding regarding 
payment when the sale is made. 

4. Arrange so that the salesman will be back so as 
not to interfere with the dinner hour schedule. 

This method of selling, if carefully followed up, ts 
sure to bring results, but if handled in a haphazard 
way will ruin the store discipline and waste a great 
deal of evervone’s time. 


salesman as to 


pr mspects. 


The salesman should always remember that he ts 
subject to store hours and store regulations. He 1s 
going out to sell a GTD screw plate to Bill Jones, 
then he is going to show it to John Smith at the 
garage; will be back at 10:30. 

The salesman goes out with a purpose and ts going 
to show results. He has a definite goal and is not 
going out, with selling as an excuse, to shoot a game 
of “Kelly.” He is on his honor and is bound to do 
the best possible to show that he can produce the 
goods. 

Instill the spirit of team-work into vour salesmen. 
They are sure to get leads in the different branches 
of the game, and they can tip off the man who han- 
dles that line, and he in turn will reciprocate. Team 
work wins in business as well as in sports. All pull 
together and watch the sales come up. 


*Revroduction of an article appearing in August issue of the 
G. T. D. Helix. 
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{ corner of the 
Foote-Burt Plant 


NEW York, N. be 
ATLANTA, GA. 
Boston, Mass 
Cuicaco, IL. 
CLEVELAND, O 
DaALLas, TEX 
DENVER, COLo 
Detroit, MIcu. 


Belt on every pulley. Milling machines, gear 


Good Belting by the Mile 


A fine shop, too, from top to bottom is the 
Foote-Burt plant in Cleveland, and a Schieren 


cutters, shapers, lathes and other machine 
tools, all draw down their full quota of power 
with Schieren’s own close clinging long-on- 
the-job leather belting. 

“Yes, indeed,” says the Purchasing Agent “we are 


thoroughly satisfied—in fact we know of no better 
belting.” 


So, if you'll take a tip from those who are well 
satisfied perhaps you'll drop us a line for your own 
sake. 
Our Service Engineers will help you 
and a catalog is ready. Write. 


; B 
BELTIN 


I | ast Belt Manufacturers 


Tanners 
Main Office and Factory 
42 Ferry Street, New York 














You should know 
about Duxbak Nutan 
the — steamproof 


belt. Write. 


NEWARK, N., J. 


PHILADELPHIA, Pa. 
PirtspurGH, Pa. 


SALT Lake City, U. 
SAN Francisco, CAL. 


SEATTLE, WASH. 
TANNERIES: 
3RISTOL, TENN. 
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Timely Tips From the Direct Advertising Field 


Catalogs and Booklets of General Interest to Manufacturers 


and Distributors—A Fine Chance to 


Two six-page folders have recently been issued by 
the Lynch-Clarisey Co., Chicago, mid-west distrib 
utors of Oak Motor Oil, expounding the merits of this 
lubricant. 

The Vaughan & Bushnell Mfg. Co., Chicago, has 
prepared three interesting folders illustrating and de- 
scribing its Al-O-Ite cold chisels, V & B nut pliers, 


and Uncle Sam supersteel screw drivers. The two 
last named articles are comparatively new on the 
market. The nut pliers are said to be especially 


handy for use on lead nuts on storage batteries. 

The Lareo Wrench & Mig. Corporation, Chicago, 
has sent out a four-page illustrated folder describing 
its wrenches. It bases its sales argument on what it 
terms the greatest improvement in wrench construc 
tion in 50 years. 

The Crane Co., Chicago, has issued an eight-page 
illustrated booklet on its Cranetilt trap systems for 
laundries. 

\ six-page illustrated folder has been prepared by 
the Wodack [Electric Tool Corporation, Chicago, de 
scribing its portable electric drill. 

\ very neat color folder has been prepared by the 
Jerome-Edwards Metallic Packing Co., Chicago, illus 
trating and describing its metallic packing, rod swab 
bing and swab holder. 

The American Steam Pump Company, Battle 
Creek, Mich., have just issued bulletin No. 41 de 
scribing its vertical sump pumps. 

The Jerome-Rothenbucher Valve Co., Chicago, have 
recently issued an illustrated broadside on its pump 
valve. 

\ very unique mailing folder has been prepared by 
The Flash Sales Corporation, Chicago, illustrating and 
describing The Flash Plirench, a wrench with adjust 
able jaws for holding any shape. 

The Oster Manufacturing Co., Cleveland, has sent 
out a 24-page booklet illustrating and describing its 
threading tools. 

The Medart Patent Pulley Co., St. Louis, Mo., is 
now issuing a monthly house organ in the form of a 
9x4-inch, 16-page booklet. This little booklet is filled 
with valuable selling tips, interesting. character 
sketches, and timely editorials. 

Jones, MacNeal & Camp, Chicago, has just sent 
out to the trade a four-page folder describing in de- 
tail the advantageous features of their new portable 
power drill. 

The Barrett-Craven Co., Chicago, has recently is 
sued a 9x12-inch folder describing its portable crane, 
an eight-page booklet describing its industrial tractor, 
and a 20-page booklet describing its lift trucks. The 
items described are well illustrated and: their ad 
vantageous features are explained in detail. 

The Detroit Hexagon Drill Co. has recently issued 
a 20-page illustrated booklet describing its angular 
hole drills. 

Manning, Maxwell & Moore, Incorporated, New 
York, has prepared a 40-page booklet outlining its 
history, listing its present officers and stockholders, 
and naming the various articles of its manufacture. 
The booklet contains photographs of this corpora- 


Add to Your Collection 


tion’s New York general offices and various sub- 
sidiary companies. 

The Leahy Manufacturing Company, Los Angeles, 
has issued a 32-page illustrated booklet describing its 
oil-burning equipment. 

A 12-page illustrated folder has recently been issued 
by The Skinner Irrigation Co., Troy, Ohio, describ- 
ing the various forms of irrigation systems it manu- 
factures. ss 

The Walworth Manufacturing Company, Boston, 
has a serics of 12 envelope stuffers describing and 
illustrating its hydraulic brass globe valves. This 
company has also a 9x6-inch illustrated folder, which 
it sends out through its branches, describing a number 
of its items of manufacture. 

\Works, Sycamore, Ill, has 
recently issued its bulletin No. 5, a 34 page illustrated 
booklet describing its New Line gasoline-kerosene 
torches. 


Brass 


Phe “Turner 


This company has also issued an 8x3™% inch 
illustrated folder on this item. 

The Bastian-Bl Chicago, has just issued 
its catalog No. 23, illustrating and describing its Rego 
welding and cutting apparatus. 

Wheel Co., Waltham, 
Mass., has published the second edition of its safety 
code for the use, care and protection of abrasive 
wheels. ‘This company has also issued a booklet on 
standard shapes for abrasive wheels. 


essing Co., 


The Superior Corundum 


Its new price 
list on standard grinding wheels is now ready for dis 
tribution. 

\ very artistically illustrated folder describing its 

lathes has been prepared by the Walcott Lathe Com 
pany, Jackson, Mich. 
Machine Tool Company, Jackson, 
Mich., has issued an illustrated booklet describing its 
vertical drilling machines. This company has also 
prepared illustrated booklets on its No. 5 and 6 
duplex typeless die sinking machines and its No. 10 
duplex typeless die sinker. 


The Jacks« mn 


“Ovalhole Co-operation” is the name of a new house 
magazine published by the Hollow Center Packing 
Co., Cleveland. The second issue of this little publi 
cation has just reached us. It is mailed to the sales- 
men connected with the mill supply jobbers who han- 
dle the above company’s products and is full of sug 
gestions for the salesman of mill supplies. Although 
primarily intended for their own jobbers salesmen, 
the Hollow Center Packing Co. advises us that it 
will be glad to mail “Ovalhole Co-operation” to any 
mill supply salesman who is interested in increasing 
his sales. 

The Flexible Steel Lacing Company, 4635 Lexing 
ton, St., Chicago, has recently published the second 
edition of “Short Cuts to Power Transmission,” an 
illustrated booklet containing clear, candid discus- 
sions of all types of belting and lacing,“Short Cut” 
rules which all users of belting should know, as well 
as accurate formulas for calculations and handy tables 
of measurements. Readers of MiLt Suppties interested 
in this subject can obtain a copy of this booklet by writing 
to the above named company. 
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STANDARDIZE ON THESE PACKINGS 


From our line of tested packings you can select a 
type to meet every power plant need, whether for 
steam, air, water, ammonia, gas, oil or chemicals. 






These highly specialized packings are the result of 
] a careful study of the packing requirements on mod- 
PACKIN, LL. ern power plant machinery, and their proved effi- 
INGS N ciency is the result of exhaustive tests and observa- 
tion of each packing under actual service conditions. 
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You can STANDARDIZE on these packings with 
the certainty that each item is right for the service 
intended. A few of the leading styles are shown 
herewith: 


Indestructible White Sheet Packing—Style 10. A 
high grade rubber packing for general use; air, 
water, gas, creosote, ammonia and steam to 150 


¥ \\ \ pounds pressure. Carried in stock in rolls 36” wide, 

h\,\ 1/32”, 1/16”, 3/32”, 1/8", 3/16", 1/4” thick. 

{ NW , , 
) / Cobbs Piston Packing—Style 2. For steam to 150 
Hf pounds pressure, air and gas. 
7 


Firo Superheat Sheet Packing—Style 1846. For 
) superheat steam, acids, ammonia, alkali and _ all 
cases requiring a heat-proof, non-absorbent, firm 
sheet packing. Made from long fibre asbestos, with 
suitable binder, compressed into sheets under tons 





\ of hydraulic pressure. Carried in stock in sheets 
\| 40”x40". 1/32”, 1/16” and 1/8" thick. 
\ Turxo Valve Stem Packing. Furnished braided or 
Z 
Y, 


| twisted, on spools of one, two or five pounds each. 


Z Vake use of our consulting service by submitting 
your packing problems for advice and solution 


NEW YORK BELTING & PACKING CV. 


RUBBER GOODS FOR MECHANICAL PURPOSES 





New York Pittsburgh 
Boston St. Louis 
Chicago Salt Lake City 
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PERSONALS 


EK. R. Griffin has been appointed by the Goodyear Tire & 


Rubber Co. 
advertising. 

Edward H. Mangan, for several years plant engineer of the 
Norton Co., Niagara Falls, N. Y., has become associated with 
the General Abrasive Co. as sales manager. 

John R. Ogden has become associated with the Armour 
Leather Co.’s Philadelphia office. He was formerly president 
of the Colonial Leather Co., Philadelphia. 

Aldus C. Higgins, treasurer and general counsel of the 
Norton Co., Worcester, Mass., sailed from New York July 
30 for a three months’ tour of England, Scotland and France 

Charles E. Hildreth, who resigned from the Morgan 
Grinder Co., Worcester, Mass., has been appointed receiver 


, Akron, Ohio, as assistant manager of domestic 


for the Springfield Screw Machinery Corporation, Fitch- 
burg, Mass. 
Harold R. Verner, assistant general manager of the 


Waltham Grinding Wheel Co., of Canada, Ltd., Brantford, 
Ont., has been transferred to the Waltham, Mass., plant of 
the company. 

E. R. Barkley has become associated with the Borden 
Co., Warren, Ohio, as advertising manager. He was formerly 
with Forman & Barrett Co., as well as the Penton Publishing 
Co., Cleveland 

L. L. Barr, vice-president of the Graton & Knight Manu- 
facturing Co., Worcester, Mass., sailed from San Francisco, 
July 30, for an extended trip in the Far East in the interests 
of the company. 

H. F. Randall, formerly manager of the New York office 
of the G. H. Williams Co., Erie, Pa., hoisting and conveying 
machinery, has been made general manager of the company, 
succeeding E. F. Jones, resigned. 

Donald P. Hess has become general manager of the 
Columbus plant of the Timken Roller Bearing Co., succeeding 
C. N. Replogle, resigned. Mr. Hess has been associated with 
the Canton, Ohio, office of the company for three years. 

F. A; Akron, Ohio, formerly head of the 
Goodyear Tire & Rubber Co., and associates, have acquired 
the plant and business of the New Castle Rubber Co., New 
Castle, Pa. The name of the company will be changed to the 
Lehigh Tire & Rubber Co. 

Alfred J. Eichler, vice-president Walworth International 
Co., sailed July 26 on the Aquitania for England and other 
cities on the Continent. He also plans to go to Buenos Aires, 
returning by way of other East Coast cities, arriving in New 
York some time in November. 


Sieberling, 


P. T. Irwin, of the Lincoln Twist Drill Co., Taunton, 
Mass., has been made sales manager, drill and reamer 
division, Greenfield Tap & Die Corporation, Greenfield, 


Mass., with headquarters in Greenfield. Galen Snow has been 
appointed advertising manager. 

Announcement is made by the Chicago Belting Co., Chi- 
cago, of the appointment of Vance McCarty as vice-president 
of the company, in charge of all sales in New York and 
some of the neighboring eastern states. Mr. McCarty was 
formerly vice-president of Edward R. Ladew Co. , 

Arthur R. Markel, secretary of the Columbus McKinnon 
Chain Co., Columbus, Ohio, has been made assistant to the 
president. Don S. Brisbin, formerly assistant sales manager 
of the McKinnon Industries, Ltd., St. Catharines, Ont., has 
been transferred to Columbus as director of sales. 

R. K. Swift has resigned from the Ingersoll-Rand Co., as 
manager of the New England sales branch office, which 
position he held for eight and a half years, and a previous 











ten years as salesman for that company, and will take a much 
needed rest at his camp at East Weymouth, Mass. 

R. D. MeVhail has been appointed Northwestern manager 
of the United & Globe Rubber Co., Trenton, N. J., and will 
make his headquarters at 1035 Henry Building, Seattle, 
Wash. Mr. McPhail was formerly in charge of the mechan- 
ical goods department of the Goodyear Tire & Rubber Co. 
at Seattle 

BS. a. 


ie Keithley has been made manager oi offices opened 
in the 


Alaska Building, Seattle, by his father, E. A. Keithley, 
Rialto Building, San Francisco, representative of the Central 
Foundry Co., the Milwaukee Brass Manufacturing Co., the 
Essex Foundry Co. and the Pittsburgh Valve, Foundry & 
Construction Co. 

N. Lansing De Long, manager of the Fairbanks Co., Chi- 
cago, is on an extended vacation recuperating from a recent 
nervous breakdown. John F. O’Brien, formerly factory 
manager of this company at Binghamton, N. Y., is now 
manager in Chicago. Mr. O’Brien has been with the company 
for the past twenty years. 

G. E. Long, for many years president of the Ottawa Man- 
ufacturing Co., Ottawa, Kansas, manufacturer of oil engines, 
has sold his interest in that company and has purchased an 
interest in the Cherryvale Iron Foundry, Cherryvale, Kansas 
Mr. Long also organized the Long Manufacturing Co., to 
manufacture gasoline engines and wood saws 

J. P. Keene, president and general manager of the Youngs- 
town Tank & Boiler Co., Youngstown, Ohio, has assumed 
the duties of W. H. Heywood, who recently resigned as vice- 
president and treasurer. Prior to becoming identified with 
the Youngstown Tank & Boiler Co., Mr. Heywood was in 
the sales department of the Youngstown Sheet & Tube Co 


The W. A. 


Jones Foundry & Machine Co., Chicago, 
announces the appointment of Robert B. Moir as manager 


of its New York branch, with headquarters at the present 
sales office and transmission warehouse of the company at 20) 
Murray street. Mr. Moir has been actively connected with 
the home office and factory for a number of years and is 
exceptionally well qualified to assist in power transmission 
and general engineering problems. 

Floyd E. Meeks, for several years Pittsburgh district man- 
ager of the Shepard Electric Crane & Hoist Co., has been 
transferred from the sales to the service department of the 


company, with headquarters at Montour Falls, N. Y. He will 
have charge of erection, service and repairs. W. C. Minier, 
formerly connected with the Pittsburgh office, and more 


recently in charge of the Cleveland office of the company, 
has been appointed to succeed Mr. Meeks at Pittsburgh. The 
company intends to combine the Pittsburgh and Cleveland 
offices, with Mr. Minier in charge. 

L. B. Scott, formerly with the Wolff Manufacturing Co., 
has joined the sales force of the American Tool & Machine 
Co., Baltimore, Md. He will have charge of the Minneapolis 
office, covering the states of Michigan, Wisconsin and Min- 
nesota. The American Tool & Machine Co. has just opened 
several new offices, including one at 621 Finance Building, 
Kansas City, Mo., in charge of C. B. Fuller, who will cover 
the states of Kansas, Nebraska and Missouri, and one in 
Chicago at 504 C. & N. W. Building, in charge of A. A. 
Tcheile. E. F. Hicks will have charge of western Pennsyl- 
vania and West Virginia 

The Abrasive Co., Philadelphia, manufacturer of abrasive 
grain and grinding wheels, has made several changes in its 
engineering sales organization. H. P. Frost, who for several 
years represented the Carborundum Co., Niagara Falls, N. Y., 
and the Heald Machine Co., Worcester, Mass., has 


been 
appointed sales representative in Memphis, Tenn., St 


Louis 
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Dayor Night, It’s in Plain Sight 


The S. S. P. Gauge Glass Illuminator enables the engineer to read the 


water level at a glance. A poorly lighted gauge glass is ennoying and 
dangerous. The water level must be distinctly seen at all times. 


The S. S. P. Hluminator is just the right distance 












from the gauge glass and throws the light directly 
on the glass. No broken lamps. Uses any ordi 


nary shaped incandescent lamp up to 60 watt. 


l:very power plant is a_ pros- 








pective buyer of 5. 5. P. Ilu 
minators, Gauge Glass Protec 
tors and Water Gauges. \ 





live line for live salesmen. [Ex- 
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S.S. P. Manufacturing Co. 











337 West Madison St. Chicago = Packed in 
individual 
cartons 
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Our Specialties are sold to Jobbers only 


Hanna “Ball Joint” 
Pipe Hanger 


is the 


GimeresT 
tronges 


hanger ever made. 


Moore & White 
FRICTION, 
CLUTCHES 


The Business Builders 





ONFIDENCE is in- a synonym for good 
spired and profits are wares. In fact, some of 
made by the Dealer when our Clutches have been 
he serves his customers wearing for 15 to 25 
with thoroughly reliable years and are still holding 
goods. Friction Ciutches oy 
play an important part in : 
the business of the Mill ee ng Mill Supply 
Supply Dealer. And it is ealer, the next time you 
a very easy matter to get out amongst the trade, 
handle Clutches that have Just make a special effort 
gained a reoutation for to “Moore - Whiteize 
economy and dependabil- those prospective Clutch 
ity. users whom you meet. 
“M. & WW.” Friction You've got a first class 
Clutches sell easily, as the article and a reliable and 
name Moore & White is square firm back of you. 


HNL 


@Note the ball ana 
socket joint. 

@Hanger can swing in 
any direction. 

@Not necessary to re- 


move hanger to raise 
or lower pipe. 


Write for 
“‘Our Silent Salesman” 





UTA Tv 


Free Catatocue “C” on Reguest. Write Us Topay. 





THE MOORE & WHITE CO. 


The Penn Engineering Co. 








= Sole Makers 
3 Philadelphia, Pa. 2 2711 to 2741 N. 15th St., Philadelphia 
x00 
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and Kansas City. Herbert J. McDevitt, formerly 
sales representative for the Wausau Abrasive Co., 
sent the Abrasive Co. in Indianapolis, Cincinnati and Louis- 
ville. George F. Bartlett has also joined the sales force of 
the Abrasive Co. and will have charge of the section west of 
Massachusetts, part of Connecticut and northern New York. 
Mr. Bartlett was formerly connected with the Maxf Grinding 


Wheel Co 
Ralph R. Phillips, 


Detroit 
will repre- 


formerly secretary of the Edward R. 
Ladew Co., has become a member of the sales organization 
of the Chicago Belting Co. Mr. Phillips started with the 
Ladew Co. in 1909 as a general clerk and shipper. A few 
years later he was placed on their sales force and spent four 
years traveling Pennsylvania, West Virginia and Ohio. He 
later went to Cleveland where he was in charge of the 
Cleveland store for one year. In 1918 he was made assistant 
to Vance McCarty, who, at that time, was general sales man- 
ager of the entire business of the Ladew Co. In 1920 he 
became secretary of the Edward R. Ladew Co., which posi- 
tion he held until he joined the Chicago Belting Co. Mr 
Phillips is assisting Mr. McCarty with sales in the middle 
\tlantic territory and his new address is at the C€ 
Belting Co.’s direct factory branch, 
York City 


Chicago 
127-129 Water street, New 


FACTORY ADDITIONS 


New Bedford, Mass 
75 by 150 feet. 


Sterling Roofing Co., 
one-story plant, 


, is building a 


Highway Trailer Co., Edgerton, Wis., is building a one- 
story factory, 180 by 900 feet 
Artistic Dyeing Co., 100 Jewel street, Brooklyn, is building 


a two-story power house, 52 by 68 feet. 


Lorne Tractors, Ltd., Chatham, Ont., has completed plans 

tor the erection of a factory to cost $150,000. 
Interstate Car Co., Indianapolis, manufacturer of 

biles, is building a one-story extension to its plant 


automo 


C. & K. Tool & Die Works, 1637 West Lake street, Chi 
cago, is building a one-story shop, 100 by 185 feet 
J. M. Craig Brass Works, Hartford, Conn., has awarded 


contract for the erection of an addition to its plant 
Cambridge Gas Light Co., Cambridge, Mass., is building a 
one-story power house and boiler plant, to cost $60,000. 
Chapman Valve 
is building a 
metals 
Multiple Storage Battery Co., Van Wyck 
L. I., is building a one-story addition 
$55,000. 
Kootz & Stoehmann Machine Co., Parkersburg, W. Va., is 
building two new buildings, one 40 by 70 feet and other 40 by 
50 feet. 


Manufacturing Co., Indian Orchard, 
one-story building for the 


Mass., 
storage of scrap 
avenue, Jamaica, 
, 60 by 120 feet, to cost 


The Briskin Manufacturing Co. 
Cheago, is building a sheet metal 
75 feet. 


, 215 South Hayne avenue, 
factory, two stories, 50 by 


Chandler Machine Co., 
erection of a two-story plant, 60 by 


Contract has been awarded by the 
Ayer, Mass., for the 
120 feet. 

Union Shipbuilding Co., 
plating several extensive 
$350,000. 

Herman Olden, 1455 Broadway, Camden, N. J., has com- 
pleted plans for the erection of a one-story foundry, 60 by 
100 feet. 

Marathon 
organized, 
by 120 feet 

Shambow Shuttle Co., Woonsocket, R. I., has awarded 
contract for a three-story mill, 80 by 150 feet: Estimated 
cost, $65,000. 

Philadelphia Rapid Transit Co., 
contract to Henry E. 
shop, to cost $50,000. 

Iroquois Utilities, Inc., City Bank Building, Syracuse, 
N. Y., has completed plans for a new electric power plant at 
Concord, Erie County. 

Pennsylvania Tank Car Co., 
extension to cost $100,000, 
used as a repair shop. 


Fairfield, Baltimore, is contem- 


additions to its plant, to cost 


Rubber Goods Co., 
is building a one-story 


Wausau, 
factory 


Wis., recently 
and basement, 60 


Philadelphia, has awarded 
Batten for the erection of a repair 


Sharon, Pa., is building an 
to its plant at Petroleum, to be 
Machinery for the fabrication of steel 


manufacture of cars will also be 
is also planning to erect a similar 


into the 
company 
Argentine, Mo. 


parts entering 
installed. The 
plant at 

North American Car Co., 328 South La Salle street, Chi- 
cago, has completed plans for a one-story shop, 80 by 120 
feet, at Blue Island, III. 

The N. O. Nelson Manufacturing Co., St. Louis, Mo., is 
building several additions to its plant at Noblesville, Ind. 
Estimated cost, $50,000. 

Pittsburgh Screw & Bolt Co., Preble avenue, Pittsburgh, 
has completed plans for the erection of a one-story addition 
Estimated cost, $90,000. 

W. Kolba Construction Co., Newark, N. 
storage house, to cost $55,000. The 
stories, 100 by 105 feet 

Illinois Steel Co., Chicago, is building a three-story brick 
and steel electric power station at its South Chicago works. 
Estimated cost, $250,000. 


J., is building a 
building will be four 


Mixer Co., 221 Grand"avenue, Milwaukee, 
a one-story plant, 80 by 260 feei, at Winthrop 


Badger Concrete 
Wis., is building 
Harbor, Ill, to cost $60,000. 

Richter Machine Co., Philadelphia, 
machinery and parts, is building a one-story 
$10,000. Wolfgang Richter is manager 

The cick hy ta Garage Co., 64 
street, Chicago, is building a three-story 
garage, 75 by 200 feet, to cost $150,000. 


manufacturer of textile 
addition, to cost 


West Randolph 


reinforced concrete 


Contract has been awarded by the Boston & Maine Rail- 
road, for the erection of a nepnetioaens containing 28 stalls 
and other buildings, at Concord, N. H 

David Brown Co., Lawrence, Pye manufacturer of textile 
machine equipment, has completed plans for its two-story 
addition, 40 by 100 feet, to cost $40,000 

R. Neumann & Co., Willow avenue, 
building a one-story power house, 40 by 
pany is engaged in the leather business. 

Manitoba Gypsum Co., Ltd., 504 Trust & Loan Building 
Winnipeg, Manitoba, is building several extensions to its 
plant and installing some new equipment. 

H. L. Judd Co., Wallingford, Conn., is building an addition 
to its plant. The company manufactures iron and brass beds 
Estimated cost of the structure is $100,000. 

Malden Electric Co., Malden, 


Hoboken, N. J., is 


100 feet. The com- 


Mass., is erecting an addition 


to its power station, at Broadway and Oakland avenue, 
Everett, Mass. The plant will be 68 by 70 feet. 

Hogle Motor Sales Co., Malone, N. Y., is building a three- 
story automobile service and repair works on East Main 
street, to cost $150,000. W. Hogle is manager. 


Indiana Service Co., Ft. Wayne, Ind., is building a power 
distributing plant, to cost $125,000. Equipment to be installed 
will involve an additional expenditure of $100,000. 


Great Northern Paper Co., Millinocket, Me., has awarded 


contract for the erection of a one-story repair shop, 102 by 
218 feet, at its plant at Greenville, to cost $100,000 
The G. A. Ball Bearing Co., 3051 West Lake street, Chi- 


230 feet. Burrett 


is architect. 


cago, is building a one-story addition, 205 by 
H. Stephens, 37 West Van Buren street, 

Wisconsin Textile Manufacturing Co., Two Rivers, Wis., is 
building a one-story factory, 60 by 180 feet, with a separate 
power and boiler house, to cost $35,000. Gus C. Kirst is 
president. 

L. H. Redner, 200 West 71st street, New York City, is 
building a two and three-story automobile service and repair 
works, to cost $125,000. Charges B. Meyers, 31 Union Square, 
is architect. 

Merkel 
plies, 
Bert Baldwin, 
the architect. 

Germania Brewery, 1808 Ninth avenue, Altoona, Pa., is 
building a two-story ice-manufacturing plant, 80 by 80 feet, 
to cost $75,000. Miller & Rider, 1510 Eighteenth street, are 
the architects. 

Advance-Rumely Co., La Porte, Ind., manufacturer of farm 
implements, has completed plans for a one-story brick and 
concrete addition. J. C. Llewellyn, 38 South Dearborn street, 
Chicago, is architect. 

Niagara Radiator & Boiler Co., North 
has purchased a ten-acre site in Chicago, 
a foundry, 140 by 175 feet. 


Brothers Co., Cincinnati, jobber in plumbing sup- 
is building a warehouse, five stories, 100 by 400 feet 
Second National Bank Building, Cincinnati, is 


Tonawanda, N. Y., 
and plans to erect 
Plans for the erection of a four- 


=< 
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Have vou discovered the way to put 
quality into vour product without paying 
for ity We haven't! We have found the 
more care we give the production of 
Cocheco Belting, the more it costs us to 
manufacture. It is possible to beat us 
some on price—we ourselves could make 
a cheaper belt if we so desired—but no 
cheaper belt can be “just as good” as 
Cocheco. We = started making quality 
belts back in ’42, and have kept faithful 
step with progress ever since. We are 
convinced that belting of real super- 
quality costs real money to make — 
always has and always will. For the 
same reason, it is not low priced. 
“Cheaper in the long run” is just an- 
ther way of saying Cocheco Quality. 











Wee will be glad to send you a list of firms 
who bought Cochecos 20 to 30 years ago 
and are using the identical belts today 


I. B. WILLIAMS & SONS 


Dover, New Hampshire 
ROSTON., MASS 157 Sumner 
NEW YORK, N. ¥ 71-73 Murray 
CHICAGO, ILL 14-16 N. Franklin Str 
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story warehouse have also been completed. Estimated cost, 
$250,000. 


R. L. Spann, Dallas, Texas, has completed plans for the 
erection of a three-story machine and automobile service 
works, including a department for equipment manufacture. 
Estimated cost, $85,000 

Contract has been awarded by Tileston & Hollingsworth, 
49 Federal street, Boston, manufacturer of paper, for an 
addition to its plant, to comprise a finishing room and machine 
shop Estimated cost, $40,000 

Sommers & Son Co., Milwaukee, Wis., is building a foundry 
and machine shop, to cost $35,000. The company manufac 
tures special machinery for milk condenseries. The new 
building will be 40 by 120 feet 

Henry Vogt Machine Co., Louisville, Ky., manufacturer of 
ice-making and refrigerating machinery, has awarded con- 
tract to the Struck Construction Co. for a three-story addi- 
tion, 50 by 162 feet, to cost $60,000 i 

Zwebell Brothers, 482 Milwaukee street, Milwaukee, is 
building a one-story brick and steel shop, 60 by 100 feet, at 
Slinger, Wis., to be equipped to manufacture tire molds and 
general rubber vulcanizing machines 

Johnson Automotive Service Co. of America, 1201 Plymouth 
Building, Minneapolis, Minn., is building a three-story and 


basement automobile service and repair building, to cost 
$90,000. Albert A. Johnson is president. 

\llegheny Foundry Co., Warren, Pa., reorganized under 
the name of Conewango Car Co., has awarded contract to 


replace that portion of its plant recently destroyed by fire, 
meluding a machine shop, 40 by 40 feet, a car building, 50 by 
140 feet, and a sand building, 22 by 40 feet. 


NEW FACTORIES 
Sierra Oil & Refining Co., 
erection of a new refinery 


Oxnard, Calif., is considering the 


Multiple Storage Battery Co., Jamaica, N. Y., is building 
a one-story factory, 60 by 125 feet 

The F. Bowden Lumber Co., Toronto, Ont., is planning the 
erection of a planing mill to cost $60,000. 

E. George, Goshen, Ind., is building a four-story hotel, 
including a steam heating system, to cost $400,000 

The Automatic Self-Leveling Clock Co., Kirksvi,le, Mo., plans 
the erection of a two-story factory, to cost $100,000. 

P. P. Vail, Jackson, Miss., is planning the erection of a new 


ice manufacturing cold 

Transue-Williams Steel Forge Corporation, Alliance, Ohio, 
is building a new plant at Marysville, Mich., to cost $45,000 

Duluth Auto Exchange Co., 201 
Minn., is building a two-story garage, 
$65,000 

F. A. Buchard, Cedar Rapids, Iowa, is 
laundry, 70 by 140 feet. 
architect 


and storage plant, to cost $150,000. 


Duluth, 


Teet,. to cost 


East First 
100. by 


Street, 


140 


building a 
RK. R. Mayberry, Granby building, is 


one-story 


Harris, Forbes & Co., 35 Federal street, Boston, is building 
an 1l-story bank and office building, 70 by 80 feet, to cost 
$400,000 


J. Fange and associates, Orlando, Fla., is building a ten 
story hotel, 100 by 150 feet, to cost $1,000,000. M. S. King 
is architect 

U. S. Mortgage & Trust Co., Madison avenue, New York 


City, has awarded contract for a two-story bank building to 


cost $500,000. 
Chi 


cost 


208 South La Salle street, 
refinery, one and two stories, to 


American Tar Products Co., 
building a 
in excess of $800,000 
Magna Metal Corporation, 227 High 
has acquired eight f land at Port 


cago, 1s 1eW 
street, 
acres of Newark for the erec 
tion ot a 

MacPhail School of 
Minn., is building a 
MacPhail is president 


new factory. 


Music and Dramatic 
rour-story 


\rts, Minneapolis 
school, to cost $250,000. W 
Canton, Ohio, recently 


Canton Oxygen Co., ated 
$200,000, is building a_ two-story 


with 
factory to 
M. D. Woodling, building, Kansas ( 


awarded contract for the erection of a ten-story garage, 104 


capital stock of 





cost $50,000. 


IX« liane 


by 124 feet. to cost $600,000 
The Lock lToint Pipe Co., Kansas Citv, Mo.. is buildir 
new t Webb City, Mo., for the manufacture of rein 
— — —E 





Newark, N. J., 


. 


forced cement pipe and kindred products. The initial plant 


will cost $125,000 

Graphic Arts Co., 74 Union 
awarded contract for the erection « 
60 by 82 feet, to cost $75,000 


Place, Hartford. Conn., has 


f a three-story printing plant, 


Wis., 1s factory 


Star Manufacturing Co., Lomira, building a 
for the manufacture of milking machines and other farm equip- 
ment. Peter Wolf is president. 
Excelsior Laundry Co., St. Louis, Mo., has awarded con- 
tract for the erection of a two-story laundry and power plant, 
119 by 127 feet, to cost $200,000 


Millville, N. J., 


has completed plans 


Campbell Foundry Ce: 


for the erection of a one Story foundry at East Millville, for 
tre manufacture of iron castings 
Oil Well Equipment Co., Los Angeles, Calif., has awarded 


for the a factory, 50 by 80 feet, for the 


f oil well supplies 


contract erection ot 
manufacture o 
Mo., has completed 
Little Rock, Ark., 


Grandfield Refining Co., Kansas City, 
plans for the erection of a new 
to cost $250,000, including machinery. 
Sacred Heart Hospital Association, | 
awarded contract for a four-story hospi 
heating Estimated cost, $290,000. 


rehnery at 


Mars, Iowa, 


including a steam 








system 

Hercules Brick Co., Dallas, Texas. has completed plans tor 
the erection of a new plant to have a daily capacity of $150,- 
000 bricks. A. B. Salam is general manager 

Pawtucket Valley Dyeing Co., 
contract for the erection of a one-story dye 
feet, at West Warwick, R. I., to cost $75,000 

Texas Dressed Beef Co., Fort Worth, Texas, is building a 
meat packing plant to cost $40,000. A. H. Boswell, R. C. Brauer 
and H. B. Kahn are the principal stockholders. 


Phenix, R. I., has awarded 


house, 50 by 900 


Keystone Supply & Manufacturing Co., Bethlehem, Pa., 
manufacturer of pipe, steam and plumbing supplies, is 


building a two-story factory, to cost $200,000 

\. T. Abbott & Co., Berkley avenue, Philadelphia, has 
awarded contract for the erection of a five-story textile mill, 
72 by 170 feet, to J. N. Gill & Co., Otis Building 

John E. Decker has leased to the Yellow Cab Co., Chicago, 
a tract of land, 140 by 260 feet, and will erect a 
plant to cover the entire area, at a cost of $100,000 

Libby care of Vonnegut, Bohn & Mueller, 
architects, Trust Building, Indianapolis, Ind., is 
building a 12-story office building. Estimated cost, $750,000 

M. Cohn & Co... Inc., 218 West 26th New York 
City, manufacturer of corset steels, has awarded contract for 
building, 100 by 160 feet, to cost 


one-story 
Realty Co., 
Indiana 


street, 


a three 
$200,000 


-story tactory 


Milk London, Ont., are plan 
erection Of a co-operative dairy in East London, 


Nichol R. KR No. 2 Wilton Grove. is 


London District 
ning for the 
to cost $250,000. J. C 


Producers, 


president 

St. Louis, has completed plans for 
and repair building, 130 
B. Howard, Arcade building, 


St. Charles Garage Co.., 
the erection of a four-story service 
hy 160 feet, $300,000, oN. 
is architect. 


to cost 


building a new 
2) feet, to be 


Vernon Aken 


Hancock Steel Co.. Martinsburg, W. Va., is 
plant at Hancock, Md., one story, 130 by 
equipped as a foundry and machine shop. F 
is manager. 

Buffalo Terminals, Inc., Buffalo, is building a one- 
story factory terminal building, 90 by 100 feet, to be equipped 
with freight handling and conveying machinery. E. C. Ran 
dall 


Monroe 


South 


is president. 


Oil & Refining Corporation, Fort Worth, Texas, 


recently incorporated witl capital stock of $1,000,000, has 
plans for a new refinery, to cost $500,000. V. S. Monroe is 
eneral MaAnaAL CT 

\mericat Motors Export Co., Jacksonville, Fla is 
warded contract to the © IP. Woodcock ¢ o., Jacksonville, 
for the initial unit of its new plant, to cost $150,000. Henry L 
Innes is president 

Reed Brothers, Inc., 91 Drumm street, San Francisco, C; 
manufacturer of surgical instruments and rubber goods, has 
omy leted plans tol new branch factory at I1 gto Calif 
t« ost $100,000. 

\nnouncement has en made by \W I D 1 st 
ommissionet the G Coast Lines d the Hous el 
& Term ( Hous h NV. M. Bancerc i SS es 

anufact h W build En 
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A Good Valve 
Proposition for YOU 


MR. JOBBER, if you want to develop a 
substantial inerease in your valve busi- 
ness, suppose you put in a small stock 
of Cino Iron Body Gate Valves, and you 
will soon see the demand grow far be- 
yond your expectations. 


Here is a valve which, while moderate 
in price, is of much better quality than 
some of the more expensive valves now 
on the market. It is the latest and one 
of the best products of our engineering 
department and was designed to fulfill 
the demand of the consuming trade for 
an iron gate in the small as well as the 
larger sizes. 





We desire live representation by 
distributors and manufacturers 
agents for the “Better™” Stitched 
Canvas Belting. 





It is of very simple construction, has 
two dises which revolve when the valve 
is opened and closed, making the Cino 
Valve practically self-grinding. It will 
take pressure from either side is far 
superior to the standard wedge dise 
valve, and will give the best of satisfac- 
tion on all pressures up to 100 pounds, 


Being made of iron, the Cino Valve 
enjoys a large demand among. users 
who handle ecyanides or other acids which 
ordinarily attack brass. It is also ex- 
tensively used in Chemical Plants, Tan- 

ete 


DURATEX EXTRA HEAVY RED sively used in Chemica 


| 
| 
| 
| 
| 
| 
| Strong, Fexible and Durable it is made in 13'sizes, 1%” up to 6”, and 
| 
| 
' 
| 





is furnished with iron body and brass 
mountings or entirely of all iron 


It is the best gate valre value on the market—bar 
DURATEX BLACK none. Send us a trial order, so we can prove it. 
SPECIAL 


} Strong, flexible, durable, 
| waterproof and acid- 
| proof. Especially adapt- 
| 
| 





TheD.T. Williams Valve Co. 


CINCINNATI, OHIO 











ed to outdoor conditions, 
and where the _ usual 











| stitched belting will not 

| resist the moisture and 

| acid fumes. 

| 

| is ae a ee be te a Our Line is the recognized standard on 
sirable territory, but still have large Air Cocks Gauge Cocks 
| 


field for representation open. Air Valves Water Gauges 


Siecle Cylinder Cocks Priming Cocks 


Republic Belting Co., Inc. 
Smallwood & Pratt Sts. 
BALTIMORE, MD. 








STERLING & SKINNER MFG. CO. 


DETROIT, MICH. 





























When writing to Advertisers please mention MILL Supptigs. 
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Houston, to cost $1,250,000 on a 20-acre site recently purchased 
by Mr. Bancroft. 

P. Lorillard Co., 119 West 40th street, New York City, 
manufacturer of tobacco products, has awarded contract for 
a four-story factory, to cost $500,000. 

State Memorial Commission, 
ing, Baltimore, Md., 
$900,000. W. B. 
DG 


Tunison 


Build- 
a memorial building to cost 
816 Connecticut avenue, Washington, 


Chamber of Commerce 
is building 
Wood, 
., Is architect. 

Motor Co., Thayer Building, 
completed plans for a new one-story, 
factory, 150 by 450 feet, for the 
and parts, to cost $250,000. 


Oakland, Calif., has 
reinforced concrete 
manufacture of automobiles 


Zimmerman, Saxie 
Buren street, Chicago, 
story manufacturing 
Manufacturing Co., Joliet, Il. 

Great Western Automobile Co., 22 East Michigan street, 
Duluth, Minn., is ate ages a two-story and basement automo- 
bile service and repair works, 100 by 400 feet, to cost $200,000 
Gustave “nate : president. 


Van 
two- 
Products 


& Zimmerman, architects, 64 East 
have plans for the erection of a 
plant, 47 by 64 feet, for the Coal 


Southern Refrigeration Co., Johnson City, Tenn., recently 
organized with a capitalization of $400,000, has completed 
plans for the erection of a new ice-manufacturing and cold 


storage plant, to cost $100,000 

Daniels Motor Co., Reading, Pa. 
a new plant at Philadelphia for 
including chassis and motors. 
George E. Daniels is president. 

The I. B. Kleinert Rubber Co., 725 Broadway, New York 
City, has awarded contract to the White Construction Co., 95 
Madison avenue, for a four-story and basement plant at Col 
lege Point, L. 1., to cost $150,000. 


has completed plans for 
complete car manufacture, 


Estimated cost, $500,000 


California Gypsum Corporation, 731 
ing, Los Angeles, Calif., has completed plans for a new plant 
at Coyote Wells, ae County, to cost $350,000. R. W 
Waterman is construction engineer 

Alabama Power Co., 
plans for the 
Duncean’s Riffle 
feet high. 


Pacific Finance Build- 


Birmingham, Ala., has 
erection of a hydro-electric 
, which calls for a dam, 
Estimated cost, $25,000,000. 


completed 
power. plant at 
1,800 feet long and 74 


The Investment Corporation, care of L. M. Hanson Co., 
113 West Walnut street, Green Bay, Wis., has awarded con- 
tract for the erection of a four-story cold storage plant, 100 
by 200 feet. Estimated cost, $100,000. 

Arkansas Hydroelectric Co., Boyle building, Little Rock, Ark., 
is building a new hydroelectric generating plant on the Red 
River, to have an initial capacity of 22,000 horsepower. E. T 
Stanfield is vice-president and general manager. 

Radio Corporation of America, Woolworth building, New 


York City, will build a new wireless plant at Warsaw, 
to cost $3,000,000. The station will comprise ten 
each 400 feet high, and transmitting aerial lines. 

American Wire Fabric Co., 208 South La Salle street, 
cago, is building a one-story plant, 47 by 125 feet, at 
Island, Ill., to be equipped as a galvanizing works. 
house will also be erected. Estimated cost, $100,000. 

Fordham Plaza Auto Co., Inc., 1856 Bath avenue, Brooklyn, 
N. Y., is building a three-story and basement automobile service 
and repair works, 100 by 155 feet, to cost $150,000. Charles 
W. Clark, 441 Tremont avenue, New York, is architect. 

American Aluminum Metal Products Co., Los Angeles, has 
completed plans for the erection of a new plant to be erected 
on property recently acquired at Burbank. It will 
several one-story buildings. Richard D. King, 519 
building, is arcritect. 


Poland, 
steel towers, 


Chi- 
Blue 
A ware- 


consist of 


Van Nuys 


\bel Magnesia Co., Columbus, Ohio, recently incorporated 
with a capital stock of $400,000, is building a plant at Cedar- 
ville, Ohio. The main structure will be 65 by 65 feet, five 
stories, and the dryer building, 60 by 160 feet: one story. 


cost, $250,000. 

Severin Motor Co., Oakland, Calif., formerly located at 
Kansas City, Mo., is building a one-story reinforced concrete 
factory, 60 by 450 feet, for the manufacture of automobiles 
and parts. Estimated cost, $100,000. Maury I. Diggs, 
Building, Oakland, is architect. 

Badger Concrete Mixer Co., 221 Grand avenue, Milwaukee, 
has completed plans for the erection of the initial unit of its 
new plant at Winthrop Harbor, IIl., for the manufacture of 
concrete mixing machinery. -It ‘will be one story, 80 by 260 
fect. E: McVicker is manager. ; 


Estimated 


Easton 


UIPIPiLiDEBS 
Peninsula Paper Can Co., Detroit, is building a new plant 
at Monroe, Mich., for the manufacturer of paper containers. 


The company, which is headed by R. P. Adams, 
ager of the Detroit Heating & Lighting Co., 
organized with a capital stock of $500,000. 


INCREASED CAPITAL 


sales man- 
Detroit, is being 


Industrial Castings Co., Hamilton, Ont., has increased its cap- 
italization to $75,000. 
The capital stock of the Gairine Tool Co., Detroit, has heen 


increased from $50,000 to $100,000. 
Kalb Fiectric Co., New York City, 

capital stock from $10,000 to $50,000. 
The Oakley Valve Co., Newark, N. J., 

in capital stock from $500,000 to $550,000 
The United Iron Works, Kansas City, Mo., has 

capital stock from $2,500,000 to $3,085,600... 

stock of the New Britain Machine Co., 

increased to $1,713,300 

Electric Light & Deland, Fla., re- 

increased its capital 50,000 to $3,570,000. 


announces an increase in 


increased its 


The capital 
Britain, Conn., has been 
The DeLand 


cently 


New 


Power Co., 
from $4,7 
stock of the 


N.. Ys 


The capital 


Brooklyn Commercial Body Co., 
} 
Brooklyn, 


has hee nh mcreasc¢ d 


from $20,000 to $70,000. 
Announcement has been made by the Hoosier Rolling Mill 
Co., Terre Haute, Ind., of an increase in its capital stock from 


$4,000,000 to $7,000,000. 


Hartenberger Double Wall Silo Co., Sheboygan Falls, Wis 
has increased its capital stock from $50,000 to $125,000, and is 
moving its plant to Sheboygan. 

The Sturgis Steel Go-Cart Co., Sturgis, 
its name to the Sturgis Go-Cart Co., and 


Mich., has 


changed 
-_ 


aa 
increased its Capital 


stock from $650,000 to $3,150,000. 
The capital stock of the Reedy Foundry Co., 4600 Towa street, 
Chicago, has been increased from $75,000 to $150,000, prepara- 


business. 
stock of the Madison Hardware Specialty .Co., 
has been increased from $50,000 to $150,000, and 
changed to Madison Hardware Co 

The United States Highspeed Steel & Tool Corporation, New 
York City, announces an increase in capital stock from 150,000 
shares to 200,000 shares of common stock of no par value 


Machine Co., Ft. Worth, 


tory to engaging in the oil 
The capital 
Madison, Wis., 


the firm name 


The capital stock of the Panther 


Texas, has been increased from $25,000 to $100,000. The com 
pany has completed plans for the erection of a new plant 

The capital stock of the Home Ice & Cold Storage Co., Austin, 
Texas, has been increased from $125,000 to $175,000. The com- 
pany has completed plans for the erection of a new cold stor- 
age plant. 

The Brooklyn-Edison Co., 360 Peal street, New York City. 
has arranged for a bond issue of $3,000,000 for extensions and 
improvements to its plant and equipment. M. S. Sloan is 
president. 

Denby Motor Truck Co., 49 West Sixty-third street, New 


York City, has doubled its capital stock for proposed ¢ 
The company, whose main plant is in Detroit, 
at $1,400,000. 


expansi on 
is now capitalized 


Standard Steel Corporation, 1251 Thirtieth street, Milwaukee, 
has increased its capital stock from $300,000 to $750,000. The 
company manufactures steel barn equipment, and recently com- 
pleted a new plant. 

The Dow Co., Louisville, Ky., formerly the Dow Wire & 
Iron Works, recently increased its capital stock from $100,000 


to $300,000. The company about 


provements to its plant. 


is spending $30,000 for im- 
928 West Huron 
from $50,000 to 
new special machinery 


The Champion Wrench Manufacturing Co., 
street, Chicago, has increased its capital stock 
$200,000, to provide for the purchase ot 
for wrench manufacture. 

United States Lock Nut Corporation, 400 
avenue, Chicago, has been authorized to 
from $1,000,000 to $2,000,000, for the 
to cost $500,000. 

The Henry & Wright Manufacturing Co., Hartford, Conn., 
manufacturer of drilling machines, announces an increase in 
capital stock from $80,000 to $230,000, consisting of 700 shares 
of preferred and 800 shares of common stock. 

The Bauer Brothers Co., Springfield, Ohio, manufacturer of 
farming machinery, has been authorized to increase its capital 
stock from $450,000 to $550,000. The company has made ex- 


North 
increase its 
purpose of 


Michigan 
capital 
stock erecting 
a new plant, 
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VOGEL Pesonted Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 


The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 


and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 





VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 

weather and many thousands have been in use for years without requiring repairs. 

When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
removed in an instant. 











The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 




















Until Your Customers Have Used DURAPUL they 
Do Not Know How Good a Belt Treatment Can Be 
Until You Get Our Jobber’s Sales Proposition 


You Cannot Tell How Good Jobber’s Helps 
Can Be 





Write for FREE TRIAL. Proposition. 


AMERICAN AGRAMID CORP. 
FLUSHING, N. Y. 


DURAPUL takes the slip out of all kinds of 
belts. Saves belts and bearings. No 
Odor. No Heating. 























BELT TREATMENTS 











We have customers who have been buying from 
us for thirty-three years. Better join our family. 


The next time you need any Engine and Boiler Trimmings, Plumbers’ 
Supplies, Water Gauges, Gauge Cocks, Air Cocks, Steam and Gas Serv- 
ice Cocks, Bibbs, Basin Cocks, Brass Fittings, etc., mail your order to 


THE McRAE & ROBERTS CO. DETROIT, MICHIGAN 


Long Distance Phone—Cedar 74 
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tensive improvements to its plant and is contemplating further 
additions in the future. Charles L. Bauer is president. 

The Oilgear Co., Milwaukee, Wis., recently incorporated to 
manufacture transmission devices and specialties, has increased 
its capital stock from $100,000 to $300,000 preferred stock, and 
25,000 shares of common stock of no par value 

The capital stock of the Moline Iron Works, Moline, IL, 
has been increased from $500,000 to $750,000, and the following 
officers elected for the ensuing year : L. E. Nutt, president; 
J. J. Creedon, vice-president; L. A. Dorman, secretary, and 
J. T. Miles, treasurer. 

The capital stock of the Resihant Safe Wheel Co., Inc., 121 
Sixth avenue, Pittsburgh, has been increased from $1,000,000 
to $3,000,000. The company recently acquired the plant of th 
American Axe & Tool Co., Glassport, for a new works, con 
sisting of 21 buildings on a 20-acre site. The company con 
templates a number of improvements to the plant and it is 
planned to equip the works with machinery now in the plant 
at Los Angeles. 

The Graves Elevator Co., Inc., 426 Exchange street, Roches- 
ter, N. Y., has increased its capital stock from $30,000 to 
$250,000, and will purcrase a site for the erection of a new 
building. Loren O. Graves, president of the Graves Elevator 
Co., is secretary of the Rochester Casting Co., which will 
furnish the elevator company with castings. The new plant 
will be one story, 100 by 400 feet, and will have railroad sidings 
from the Buffalo, Rochester & Pittsburgh and the New York 
Central. 


NEW INCORPORATIONS 

Marcy Tool Works, Putnam, Conn., $100,000, by M. Marey, 
\. W. Marcy and H. Devine. 

Steam Valve Co., Ltd., Toronto, Ont., $40,000, by E. R 
Lynch, G. S. O’Brien and Edward W. Wright 

International Water Heater Co., Newark, N. J., $500,000, 
by Charles H. Giese, James B. Adams and Frank Williams. 
Handy Machine Tool & Engineering Co., New York City, 
by R. Friedman, A. Friedman and H. Rubin, 302 Broadway. 
Clemson Brothers, Inc., Hamilton, Ont., $50,000, to manu- 
facture saws. Incorporators include Frederick J. Macdonnell 
Lucius Manufacturing Co., Urichsville, Ohio, $150,000, to 
manufacture welded steel tanks. The principal incorporator 
is C. W. Lucius. 

Chicago Laminated Valve Co., 230 East Ohio street, Chi- 
cago, $60,000. Incorporators: C. F. Roberts, F. Andrews and 
Howard E. Robinson. 

The Great Western Lathe & Tool Co., Cincinnati, Ohio, 
$25,000. Incorporators include Henry Roginger, J. R. Rogin- 
ger and Albert Roginger. 

Zolleis Manufacturing Co., East Orange, N. J., 
to manufacture valves. 
represents the company. 

Acme Valve Grinding Machine Co., Milwaukee, Wis., 
$25,000, by B. A. Roberts, George W. Leitsch and George A 
Fullips, 3507 Chambers street. 

Industrial Heating & Engineering Co., 143 Oneida street, 
Milwaukee, $75,000. The incorporators are E. W. Spencer, 
A. F. Bowers and H. S. Bowers. 

Northern Boiler & Iron Works, Houghton, Mich., is a 
new industry in that city. It will make a specialty of boiler 
repairing and acetylene welding. 

Ross Valve & Manufacturing Co., Detroit, $20,000, to 
manufacture mechanical devices. Incorporators: C. C. Ros- 
ser, S. J. Cameron and C. A. Ross. 

Weaver-Canadian Co., Ltd., Chatham, Ont., $50,000, to 
manufacture tools and machinery. Incorporators include 

©. F. Brady and John G. Stewart. 

The Dufeck Manufacturing Co., Denmark, Wis., $30,000, 
to operate a general woodworking plant. Incorporators 
include Anton and Samuel Dufeck. 

Tarentum Boiler Works, Inc., Tarentum, Pa., $75,000, to 
manufacture boilers and tanks. Incorporators: F. V. Cooper, 
Frederick Scharf and L. A. Scharf. 

Monarch Tractors, Inc., Wilmington, Del., $1,000,000, to 
manufacture automotive equipment. It is represented by the 
Corporation Trust Co., du Pont Building. 

_ Perfection Auto Specialty Co., Philadelphia, has been 
incorporated under Delaware laws with a capital stock of 
$100,000 to manufacture automobile equipment. Incorpo- 
rators: Frederick Weirman, Charles A. Pierce, Philadelphia, 


J., $100,000, 
Harry H. Picking, 525 Main street, 


and W. Hallem, Jr., Phoenixville, Va. The company 1s 
represented by the Colonial Charter Co., ‘Ford Building, 
Wilmineton, Del 

Loop Lock Corporation, New York City, $50,000, to manu- 
facture hardware products. Incorporators: L. Herold, 1 
Resnik and M. Schenkman, 56 Pine street. 

United States Sand Blast Manufacturing Co., New York 
City, to manufacture sand blast equipment. Incorporators: 
H. Greenblatt, W. Danzelsen and W. Fischer 

Dennis Wrench Co., Detroit, has been incorporated to 
manufacture wrenches and tools. Incorporators: Harold F 
Hotchkiss, Alva L. Dennis and A. L. Milham 

Maynard Co., Chelsea, Mass., $25,000, to deal in plumbing 
supplies. Incorporators: Artemus B. Upham, Boston; Ray- 
mond IP Maynard and George W. Nash, Chelsea 

Moore Patents Corporation, New York City, $500,000, to 
manufacture pipe, pipe fittings and plumbing fixtures. Incor- 
porators: G. W. Moore, S. Dressler and A. Berres 

Safety Gas Apparatus Co., Inc., Hoboken, N. J., $100,000, 
to manufacture gas-burning equipment. Incorporators: Wil 
liam J. Connolly, Paul Devarco and William Wirt 

Carolina Metal Culvert Co., Salisbury, N. C., has been 
incorporated, The officers are Leo C. W allace, president; 
Ernest L. Hardin, secretary and general manager. 

Mooney, Douglas & Pearson, Inc., New York City, $100,000, 
to manufacture electrical equipment and hardware special- 
ties. Incorporators include E, I. Cullen, 250 93d street. 

National Pump & Manufacturing Co., Wheeling, W. Va., 
$750,000, to manufacture gasoline pumping equipment 
porators include W. S. Romaine and John L. Kirkland. 

Bear Tractors, Inc., New York City, $500,000, to manu- 
facture tractors and automobile engines. Incorporators: E 
Conway, 233 Broadway, P. Sawyer and W. J. Greacen 

Stone Manufacturing Co., Brooklyn, N. Y., $250,000, to 
manufacture loading and unloading machinery. Incorpora- 
tors: A. G. Stone, W. C. Stone and H. C. Stone. It is 
represented by F. V. Winters, 1133 Broadway 


Incor- 


GENERAL NEWS 

Ohio Pipe Bending & Machine Co., Cleveland, is now 
located at 2010-20 Elm street. 

The Pharo Manufacturing Co., Detroit, manufacturer of 
governors, has moved its plant to Bethlehem, Pa. 

The Detroit Hexagon Drill Co., Detroit, has moved from 
27-29 Woodward avenue to 7641 Gratiot avenue, Detroit. 

The Campbell Manufacturing & Foundry Co., Muskegon, 
Mich., has changed its name to the Muskegon Castings Co. 

Atlas Valve Co. has moved its New York office to 242 
Lafayette street. E. E. Jones, district manager, is in charge. 

John A. Conboy Co., contractors, mine, railroad and indus- 
trial machinery and supplies, has opened offices in Phila- 
delphia. 

The office of W. A. Jackson, purchasing agent, Walworth 
Manufacturing Co., Boston, is now located at 88 Pearl street, 
fourth floor. 

Vulcan Brass Manufacturing Co., Cleveland, Ohio, has 
recently moved its offices and factory to larger quarters at 
9103 Woodland avenue. 

The C. H. Wheeler Co., Philadelphia, manufacturer oi 
pumps and condensers, has opened branch offices at 53 State 
street, Boston, Room 613. 

The New York offices of the Jeffrey Manufacturing Co., 
Columbus, Ohio, are now located at 30 Church street, with 
Harold B. Wood as district manager. 

Atlantic Welding Works has changed its name to the 
\tlantic Welded Products Co. and moved its offices to 
1725-27 North Howard street, Philadelphia. 

The Acason Motor Truck Co., Detroit, has purchased the 
property of the David Buick Carburetor Co., Wyandotte, 
Mich., and will remove its plant to that location. 

The offices of the New Departure Manufacturing Co. moved 
its Chicago sales offices from 2721 South Michigan avenue 
to the Peoples Gas Building, 122 South Michigan avenue 

Kennedy Valve Manufacturing Co., Elmira, N. Y., has 
purchased the plant of the Ellis Smith Manufacturing Co., 
Flmira. The shops will be used for the production of 
malleable castings. 

W. H. J. Fitzgerald & Co., 165 High street, Boston, has 
been made sales representative in Maine, Vermont, New 
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“Hercules Collar Oil- 
ing’ Hangers are with- 
out exception the heaviest 
and strongest of the type 
on the market today, and 
stand as the peer of all 
others. Their quality and 
price cannot but appeal to 
those users of Shafting 
Appurtenances desiring 
the best in the Hanger 
line. 


Hercules 
Collar Oiling 





| | Hangers 


| DOUBLE BRACED 
FOUR-WAY 
ADJUSTABLE 








Hercules Collar Oiling Boxes 

The Hercules Collar Oiling Bearings, in- 
stead of depending upon a wick, loose rings 
or chains for conveying oil to the journal, 
fixed collars are employed. 

Oil stored in large reservoirs in the bot- 





| tom of bearing is continuously and pos- 
i itively elevated to the top reservoirs by the 
means of Split Collars clamped to the Shaft. 


From the upper reservoirs it flows by gravity over the entire bearing surface. 
The bottom reservoirs are provided with partitions, which insure settlement of 
any dirt or grit, and the oil can be drained off by removal of screw plugs. 

Three or four revolutions of the Shaft and the Bearings are flooded. With cther 
types of line shaft bearings it is necessary for the shaft to be in operation for some 
length of time before enough oil is conveyed to the journal to lubricate it. 

It is not only by the positive and copious means of oiling that the Collar Oiling Bearings 


gain in efficiency, for the Collars also serve as thrust collars and operate in a bath of oil 
and thrust against babbitted seats. 


nee sce es earn 


As long as any oil remains in reservoir or oil chamber (one filling of which should 
admit of Shaft running from six to twelve months), there is absolutely no possibility 
of insufficient lubrication. 


Write for Complete Catalogue 110 


VALLEY IRON WORKS, Williamsport, Pa. 
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Hampshire and Massachusetts for the John Steptoe Co., 
Cincinnati, manufacturer of lathes. 
Detroit Automatic Scale Co., Detroit, has moved its fac- 


It has been con- 
America, of which 


tory and general offices to Dayton, Ohio. 
solidated with the Computing Scale Co. of 


the Detroit concern has been a subsidiary. 

Everlasting Valve Co. has moved its general office, includ- 
ing the sales department, from 2 Rector street, New York 
City, to the new office at 49 Fisk street, Jersey City, N. J 


The new office is at the manufacturing plant 

The W. H. Anderson Tool & Supply Co., Detroit, has 
leased the property at 303 Bridge street, N. W., Grand Rapids, 
Mich., and has opened an office and warehouse there, in 
charge of George D. Bresch, district manager. 

Central Welding Co. announces the opening of its plant 
at Canton, Ohio, located at 1002 Twelfth street, N. E. Glen 
E. Wilson, formerly with the Oxweld Acetylene Co., Chicago, 
is president and general manager of the new firm 

National Machinery Co., Tiffin, Ohio, manufacturer of 
bolt, nut and forging machinery, has opened an eastern 
office at Room 637, Knickerbocker Building, Broadway 
42d street, New York City. F. J. Mawby is in charge. 
Instrument Co., Philadelphia, manufacturer of indi- 
cating and recording instruments, has opened a branch office 
at 201 Reliance Bank Building, 1634 Euclid avenue, Cleveland. 
This makes a total of eleven district offices maintained by the 
company 


The 


sales 
and 


Brown 


Lock-] 


Positive 


solt Co. has purchased the entire assets 
of the Safety Nut & Bolt Co., Cleveland. C. C. Murphy is 
president of the new company; J. N. Leatherman, vice- 


president; M. D. Neff, secretary; Edna B. Craft, treasurer, 


and W. H. Burke, general manager. 

The John M. Ryan Foundry Co., 506 41st street, Rock 
Island, Ill., has purchased the exclusive manufacturing rights 
of Ackerman metal for bearings for automobiles and tractors. 
A new company will be organized and the plans contemplate 
the erection of a new manufacturing plant. 

Sullivan Machinery Co., Chicago, has opened a supply stor« 
and service station at Terre Haute, Ind., to handle orders 
from the coal mining industries. M. C. Mitchell is in charge. 
The company recently moved its Cleveland office from 810 
Park Building to Room 824, Kirby Building. 

Plans are under way for a merger of the Fisk Rubber Co., 


Chic opee, Mass., with the 
and its subsidiary company, the Ninigret “ey all devoted to 
the manufacture of automobile tires and tubes. The property 
will be taken over in the Fisk company name. 


Federal Rubber Co., Cudahy, Wis., 


The Hydraulic Hoist Manufacturing Co., St. Paul, Minn., 
manufacturer of St. Paul hoists and Superior bodies, has 
opened a branch at 5739 Michigan avenue, Detroit. The 


branch and is in charge of Robert 
who will have charge of Michigan and Ohio. 
Universal Crane Co., Swetland Building, 
facturer of portable gasoline and electric 
announces that the Allied Machinery Co. of America, 51 
Chambers street, New York City, has been appointed foreign 
representative for the company in all countries except Canada. 
Buckeye Belting & Supply Co., 1560 West Third street, 
Cleveland, has been appointed agent for the Waltham Grind- 
ing Wheel Co., Waltham, Mass., in the Cleveland district. 
M. R. Clark continues as the Waltham sales service man in 
Cleveland and will make his headquarters with the new agent. 
Sloan Valve Co., Chicago, has recently opened the Sloan 
Valve Co., Ltd., in Toronto, Canada, to manufacture and 
distribute the company’s product throughout the Dominion. 
The factory, warehouse and office of the Canadian company 
are located at 67 Adelaide street, East, Toronto, Ontario. 
C. E. Sloan is manager of the new branch. 
The Oxweld Acetylene Co., Newark, N. J., 
of welding and cutting equipment, 
its foreign sales department from Newark to 30 East 42d 
street, New York City. Separate departments for sales, engi- 
neering, advertising, shipping and accounting have been estab- 


establishment is a factory 
E. Kilgrove, 
Cleveland, 
locomotive cranes, 


manu- 


manufacturer 
has moved the offices of 


lished, each in charge of a man experienced in the export 
field. 

The Oliver Manufacturing Co., Chicago, and the Barth 
Manufacturing Co., Milwaukee, Wis., both manufacturers of 
lifting jacks and other automotive accessories, have been 
consolidated under the name of the Oliver-Barth Jack Co., 
with offices at 348-352 Milwaukee street, Milwaukee. Inter- 
ests identified with the Northwestern Malleable Iron Co., 


Milwaukee, acquired the Oliver company last year and now 


have taken over the Barth company. The officers are: Hel- 
mus B. W ells, president and general manager; William H. 
Oliver, Chicago, vice-president; Mackey Wells, secretary and 


treasurer. 


CLASSIFIED ADVERTISEMENTS 


Classified Line Advertisements under heads of Wanted, For Sale, etc., 


will be published in this Department at a rate of 25 cents a line, each 
insertion. Count nine words toa line. 
_ SALESMEN WANTED. 

WANTED—Salesmen who can ably handle belting trans- 
mission and general mill suppplies. Write, stating age, expe- 
rience, volume of sales, and salary expected. Address No. 687, 
care MILL SUPPLIES, 537 S. Dearborn St., Chicago 
; WANTED—Salesmen who are now selling to large manu- 
facturing plants and cities, a wonderful labor and time saving 
tool. No samples necessary Self Propelling Nozzle Co., 
Inc., 99 Water St., New York City. a 5-6-9 
SITUATIONS WANTED 
WANTED—Position by experienced mill supply man. 
Fifteen years’ experience as salesman and manager. Favor- 
able acquaintance in Southern and Pacific States, A-1] refer- 
ences. Address No. 690, care MILL SUPPLIES, 537 S. 
Dearborn St., Chicago 

WANTED—Position by transmission engineer. Thirteen 


years design, erection, installation, 
experience. Also thoroughly familiar 
conveying, power transmission machinery, 
machinery and supplies. Address No 
SUPPLIES, 537 S. Dearborn St., Chicago. 

WANTED—PDosition as sales manager or salesman; 28 years 
old; nine years’ experience, past five as sales manager of 
New York district selling staple article both to factories and 
dealers. Successful record. Desire connection in New York 
territory only. Address Box No. 689, care MILL SUP- 
I'LIES, Chicago. 


estimating and 
with elevating, 
mill and factory 
691, care MILL 


executive, 
sales 


SALES AGENCY WANTED 


WANTED-—Sales organization fully equipped, large acquain- 
tance with factories and railroads, both steam and electric, 
solicits correspondence with manufacturers of products of merit, 
with view of securing sales territory in vicinity of middle states. 
Address No. 685, care MILL SUPPLIES, 537 S. Dearborn 
st., Chicago. 

WANTED—I in the hardware district of New 
York, and have three salesmen covering the Metropolitan Dis- 
trict. Am now jobbing one line exclusively, both to dealers and 
manufacturing plants. Have had ten years’ experience in this 
district. Would like to represent a few good manufacturers 
or would act as special representative for one line exclu- 


have an office 





sively. Can carry a small stock. Address Box No. 688, care 
of MILL SUPPL IES, Chicago. 
oa aaRE. = a eee ee : seneial 
AGENTS WANTED 

WANTED- Agents, financially responsible, may secure 
exclusive territory for our celebrated leather preservative, 
good for shoes, harness, auto top dressing, etc. As an oil 
for auto clutches it will do wonders. For belts, incalculable. 
Samples, 50 cents. National Leather Preservative Co., 3642 


Wentworth avenue, Chicago. 


SYSTEMIZE YOUR STOCK ROOM 


If the stock in your store room is not labeled, indexed and 
numbered, how are you going to find the particular fitting, 
part or package you want at any instant’s notice? Hadco 
Bin Label Cards, Sheet Metal Card Holders and Celluloid 

Card covers for plumbing, mill and auto supplies. Send for 
panes Nae and our free booklet: How to Systematize the Auto 
Stock Room; How to Systematize the Stock Room for 
Mill and Plumbing Supplies; Perpetual Inventocies; Hadco 
Filing and Storine System for Insurance, Real Estate and 
Bank Records and Books; Hadco Filing System for Blue 
prints, Drawings, Specifi xtions, etc., for Architects, Builders, 
Plumbing and Heating Contractors. Haddon Bin Label Co., 
Haddon Heichts, N. J. 


SEWAGE DISPOSAL SYSTEM. 


With or 
Address Russell 


without 
Sewage 


Sewage disposal outside sewer district. 
water works. Use Russell Systems. 
Disposal Co., Burlington, Iowa. 
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LAY BROOMS 


Proven by the test of time 
Standard for Forty Years 
Sweep Cleaner Last Longer Retain their shape. 


Honestly Made 


Absolutely Guaranteed 














Lay Brooms maintain 


| 
| 
! their supremacy because 


Lay Brooms «most 
durable and efficient for 
all classes of heavy work. 
Lay Brooms sweep 
fine dust and bulky dirt 


we have never ceased 

striving to make even 

} better brooms. Every 
. mS clean and do not scatter 

teature that makes for : 

the sweepings. 

Lay Brooms most ex- 

cellent for general factory 


economy, durability and 
broom goodness Is incor 
porated in their construc- and shop purposes; do 
tion and will continue 


not suffer abuse by strik- 
to be 











ing machinery. 
































Don’t Buy Just Brooms—Buy Lay Brooms 
Factories: 


sists THE JOSEPH LAY CO. Bm 


Indiana 
Mattoon, III. Originators of the Metal Case Broom 











To Every Buyer of Belting— 


WE guarantee that “Camel Hair” Belting will outlast, 
transmit more power, prove easier on bearings, and 
stretch less than any other class of belting running under 
the same conditions. 

And if our claims are not borne out by results, we are at all 


times ready to make any rebate on the cost of the belt that will make it cost no 
more than any other style of belting, service considered. 


To identify the genuine ‘‘Camel Hair’’ belt, a copper wire is woven into the center 
of each. Look for it. 


Rossendale-ReddawayY 


BELTINGanpd HOSE COMPANY. NEWARK.N.J. 


ESTABLISHED 1890 
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READY REFERENCE FOR BUYERS 


Classified List of the Products of Advertisers 








*Member American Supply & Machinery Manufacturers’ 
For Location of Advertisements see Alphabetical 

ACCESSORIES, AUTOMOBILE *Chicago Rawhide Mfg. Co. _ 
Detroit Brass & Malleable Works. *New York Leather Be ting Co 
*Empire Tire & Rubber Corp *Chas. A. Schieren Co. 
*The Lunkenheimer Co, *I. B. Williams & Sons 
See See. ee So BELTING, RUBBER 

APRONS, LEATHER *Empire Tire & Rubber Corp 
®*Chicago Belting Co *The B. F. Goodrich Rubber Co 
*Chicago Rawhide Mfg. Co *New York Belting & Packing 
ARBORS Republic Belting C n¢ 
Bale a BELTING, THRESHER 
ep ny Dawson Belting Co 
BABBITT METALS *Empire Tire & Rubber Corp 

*Dodge Sales & Engineering Co : Gandy Belting Co 
ew. A. Jones Foundry & Machine Co *New York Belting & Packing Co 
*Medart Patent Pulley Co *I. B. Williams & Son 

BARRELS, STEEL SHIPPING *Victor Balata & Textile Belting Co 
WN Br BU aie eee BELTING, TWISTED 

a Bi °C *Al ler Brothers 
BARRELS, TUMBLING lexan¢ : a 

*Royersford Foundry & Machine Co *Chicago Rawhide Mfg. Co. 


BEARINGS, BRONZE 
Manufacturing Co 


BEARINGS, ROLLER 


*Sherwood 





fhe Reeves’’—Reeves Pulley Co. 

*Royersford Foundry & Machine Co 
BEARINGS, SHAFT 

*Bond Foundry & Machine Co 
*Dodge Sales & Engineering Co 
*The Hill Clutch Co, 
®*w. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 


*Royersford Foundry & Machine Co 
*Valley Iron Works 

*1T. B. Wood's Sons Co 

BELT DRESSING 


*Alexander Brothers. 








“Durapul’—American Agramid Corp. 
*“Beltex Chicago Belting Co 
*Chicago Rawhide Mfg. Co 
Gandy Belting Co., The 
®*Chas. A. Schieren Co. 
*Stephenson Mfg. Co. 
BELT FASTENERS 

*Flexible Steel Lacing Co. 

BELT LACINGS, LEATHER 


*Alexander Brothers, 

®Chicago Belting Co. 

*Chicago Rawhide Mfg. Co 
®*“Cocheco”—I, B. Williams & Sons, 


BELT LACINGS, METALLIC 


Steel Lacing Co. 


BELT TIGHTENERS 
*Dodge Sales & Engineering Co 
*The Hill Cluteh Co. 
ew. A. Jones Foundry & Machine Co 
*Medart Patent Pulley Co. 
*George W. Pyott Co. 
*Valley Iron Works. 
~]'". B. Wood's Sons Co 


BELTING, BALATA 
Belting Co 


*Filexible 


Dawson 


*Victor Balata & Textile Belting Co. 
BELTING, CANVAS STITCHED 
Carton Belting Co. 


Dawson Belting Co 
°E 





Tire & Rubber Corp. 
y’—The Gandy Belting Co 
Republic Belting Co., Inc. 
Rossendale-Reddaway Belting & Hose Co 
*Victor Balata & Textile Belting Co. 
BELTING, CONVEYOR 
*Empire Tire & Rubber Corp. 


Gandy Belting Co, 
New York Belting & Packing Co. 


Rossendale-Reddaway Belting & Hose Co 


*Victor Balata & Textile Belting Co. 
BELTING, COTTON, SOLID WOVEN 


**Burmaline,’ 
Dawson Belting Co. 
Rossendale-Reddaway Belting & Hose Co 
*Victor Balata & Textile Belting Co. 
BELTING, IMPREGNATED, BLACK 


Gandy Belting Company 
BELTING, LEATHER 
*Alexander Bros. 


*Charlotte Leather Belting Co. 
*Chicago Belting Co. 

*Chicago Rawhide Mfg. 
Dawson Belting Co. 

Geo. Rahmann & Co. 
*Chas. A. Schieren Co. 
*“Shield’’—McCauley Belting Co. 
“Sterling’’—Chas. Bond & Co., 





Co. 


Philadelphia 


*I. B. Williams & Sons. 

BELTING, LINK 
H. W. Caldwell & Son Co. 
Howe, Chain Company. 


*Chas. A. Schieren Co. 
BELTING, ROUND 
Brothers 
Belting Co, 


* Alexander 
*Chicago 


‘‘Alfalfa’’—Burrell Belting Co. 


BELTING, WATERPROOF 
*Alexander Dreadnaught—Alexander Bros. 





1arlotte Leather Belting Co 
*Chicago Belting Co 
*Chicago Rawhide Mfg. Co 
Gandy 3Jelting Company 
***Marine’’—McCauley Belting Co. 
Geo. Rahmann & Co 
*Chas. A. Schieren Co 
*I. B. Williams & Sons 


*Victor Balata & Textile Belting Co 

BELTS, WELL DRILLING 
*Empire Tire & Rubber Corp. 
*Victor Balata & Textile Beiting Co 

BENCHES (WORK) JEWELERS 
Leiman Bros 
BENCH LEGS 

*W. A. Jones Foundry & Machine Co 
*Standard Pressed Steel Co. 


BITS, AUGER, AND EXPANSIVE 
**‘Pexto’’—The Peck, Stow & Wilcox Co 


BLOCKS, CHAIN 
*Wright Mfg. Co. 
*Yale & Towne Mfg. Co. 


BLOCKS, PILLOW 
*Bond Foundry & Machine Co. 
*Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co. 
*Ww. A. Jones Foundry & Machine Co 
*Medart Patent Pulley Co. 

The Carlyle Johnson Machine Co 
*Royersford Foundry & Machine Co 
*Standard Pressed Steel Co 
*Valley Iron Works. 

*T. B. Wood's Sons Co 
BLOWERS, FLUE 
*Sherwood Manufacturing Co. 
BLOWERS, SANDBLAST 
Bros. 
BOARD, FRICTION 
Davey & Sons. 
BOILER, Sane, GALVANIZED 
W. B. Scaife & Sons Co. 
BOLT CUTTERS 
*H. K. Porter—‘Easy,” “‘New Easy,” 
Randall.” 
BOLTS, CONNECTING ROD 
*Ferry Cap and Set Screw Co. 
BOLTS, KING 
Cap and Set Screw Co. 

BOLTS, NUTS AND SCREWS 
*The National Acme Company. 
*Standard Pressed Steel Co. 

BOLTS, SPRING 
*Ferry Cap and Set Screw Co. 
BOXES, SHOP 
c Mfg 
BRACES, BIT 
“Pexto’’—The Peck, Stow & Wilcox Co 
BRACKETS, WALL 
*Bond Foundry & Machine Co. 

*W. A. Jones Foundry & Machine Co 

*Medart Patent Pulley Co. 
*Valley Iron Works. 
BRASS GOODS, STEAM 

*American Injector Co. 

Crane Co. 

Detroit Brass & Malleable Works. 
*The Lunkenheimer Co. 
*McRae & Roberts Co. 
*Sherwood Manufacturing Co 
*The Wm. Powell Co 
*Sterling & Skinner Mfg. Co. 
*The D. T. Williams Valve Co. 

BRASS PRINTING 

Pittsburgh Stamp Co., Ine, 

BRONZE BUSHINGS AND BARS 
*Sherwood Manufacturing Co. 
BROOMS, FACTORY, WAREHOUSE AND 
RAILROAD 
*Indianapolis Brush & Broom Mfg. Ce. 
*The Joseph Lay Co 


Leiman 


WwW. O. 


“Allen- 


*Ferry 


Lyon Metalli 


Co, 


DIES 


Association 
Index to Advertisers 


BRUSHES, BENCH, 





FLOOR, ETC. 
*Indianapolis Brush & Broom ( 
The Joseph Lay Co 
BUCKETS, ELEVATOR 
W. H. Caldwell & Son Co 
Howe Chain Company 
“WwW : Jones Fdy. & Machine Co 
Salem”’—Mullins Body Corporation 
BUILDERS’ HARDWARE 
Peck, Stow & Wilcox Co. 
BUSHINGS, P ULLEY 
Arguto Oilless Bearing Co 
CABINE'BS, STEEI 
Lyon Metallic Mfg. Co 
r CANS, OIL AND SUPPLY 
Eagle Manufacturing Co. 
CAR-MOVERS 
*Appleton Car-Moving Co 
Es CASING, WELL 
National Tube Co. 
CASTINGS, BRASs, 7a AND 
ALI MINU) 
*Sherwood Manufa turing Co 


mpany 

CASTINGS, 
Detroit Brass & Malleable 
Illinois Malleable Iron Co. 
*Sherwood Manufactur ng Co. 


Works, 


GRAY AND MALLEABLE 


CATALOGS, SUPPLY HOUSE 


*R. R. Donnel 
*Wynkoop 





*y & Sons Co 
Hallenbeck Crawford Co 
CEMENT, 
*Alexander Brothers 
*Chicago Belting Co. 
*Chicago Rawhide Mfg. Co 
*Cocheco—I, B. Williams & 
*Chas. A. Schieren Co. 


CHAIN BELTS 
H. W. Caldwell & Son Co. 
Howe Chain Company. 
*W. A. Jones 


Sons 


CHAIN, COIL, CONVEYOR, 
ING, LOGGING, ETC, 
Howe Chain Company. 


CHECKS —, + sprees 


Stamp Co., 


CHEMICALS AND CHEMICAL 


Pittsburgh 


LEATHER BELT 


Foundry & Machine Co. 


DREDGE, LOAD- 


SPECIALTIES 


FOR MILLS AND INDUSTRIAL PLANTS 


American Agramid Corp. 
CHISELS, CARPENTERS’ 
‘‘Pexto”—The Peck, Stowe & Wilcox 
CHUCKS, DRILL 
*Detroit Twist Drill Co 
*Skinner Chuck Company 
CHUCKS, LATHE 
*Skinner Chuck Company 
*“Sweetland’’—The Hoggson & Pettis 


CLAMPS, BELT 


Co. 


Mfg. Ca 


*T. B. Wood's Sons Co. 
_ CLAMPS, “C” 
Machinists’ and Toolmakers’ 


*Armstrong Bros. Tool Co, 


CLIPPERS, BOLT 


*H. K. Porter 
CLOSETS, FROST PROOF 
Jos. A. Vogel Co. 


CLUTCHES, FRICTION 

3ond Foundry & Machine Co. 

H. W. Caldwell & Sons Co. 
Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co. 
Edgemont Machine Co., The 
*The Hill Clutch Co. 
°**Lemiley”—W. A. 
*Medart Patent Pulley Co. 
*The Moore & White Co. 
*Geo. W. Pyott Co. 
*“The Reeves’’—Reeves Pulley Ce. 
*Valley Iron Works. 
*T. B. Wood’s Sons Co. 


COCKS, AIR 
*American Injector Co. 

Crane Co. 

Detroit Brass & Malleable 
*The Lunkenheimer Co. 
*McRae & Roberts Co. 

*The Wm. Powell Co. 
*The Sterling & Skinner Mfg. 
*The D. T. Williams Valve Co. 


COCKS, BALL 
*Detroit Lubricator Co. 
*McRae & Roberts Co. 
*The Sterling Skinner Mfg. Co. 


Works. 


Co 


Jones Fdy. & Mach 


Co. 
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COCKS, CORPORATION 
Crane Co. 
*The Lunkenheimer Co. 
*The Wm. Powell Co. 

COCKS, 

*American Injector Co. 
Crane Co. 
*Jenkins Bros. 
*The Lunkenheimer Co. 
*“Ohio’’—The Ohio Brass Co. 
*The Wm. Powell Co. 
*Sherwood Manufacturing Company. 
*The D. T. Williams Valve Co. 


COCKS, STEAM AND 
Crane Co. 
Detroit Brass & Malleable Works. 
*The Lunkenheimer Co. 
*McRae & Roberts Co. 
*The Wm. Powell Co. 
*The D. T. Williams Valve Co 


COLLARS, SHAFT 
*Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co 
*The Hill Clutch Co 
ew. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 
*Royersford Foundry & Machine Co. 
*Standard Pressed Steel Co. 


GAUGE 


SERVICE 


*Valley Iron Works. 
*J. H. Williams & Co. 
*T. B. Woods’ Sons Co 
COPPERS, SOLDERING 
cr ago Solder Co 
cot NTERSHAFTS 
*T RB. Wood's Sons Co 
COUNTERSHAFTS, SMALL 
Birkle Machine Works. 
COUPLINGS, MOTOR 
Birkle Machine Works. 
*W. A. Jones Foundry & Machine Co 
COUPLINGS, SHAFT 


*Chicago Pulley & Shafting Co 

*Dodge Sales & Engineering Co. 

ow. A. Jones Foundry & Machine Co. 
*The Hill Clutch Co. 

*Medart Patent Pulley Co. 

*Royersford Foundry & Machine Co. 
*Spiro—Bond Foundry & Machine Co. 
*Standard Pressed Steel Co. 


*T. B. Woods’ Sons Co. 

COUPLINGS, SHAFT, FLEXIBLE 
ew. A. Jones Foundry & Machine Co. 
*T. B. Wood's Sons Co 


COUPLINGS, SHAFT, FRICTION CUT-OFF 





The Carlyle-Johnson Machine Co. 
*The Hill Clutch Co, 
*Ww. A. Jones Foundry & Machine Co 
*Medart Patent Pulley Co. 
*Valley Iron Works. 
*T. B. Wood's Sons Co 

CRABS, HOISTING 
*The Yale & Towne Mfg. Co. 

CUP LEATHERS 
*Alexander Brothers. 
*Chicago Belting Co. 
*Chicago Rawhide Mfg. Co. 

CUPS, OIL AND GREASE 


*American Injector Co. 

Crane Co. 

*Detroit Lubricator Co. 

*The Lunkenheimer Co. 

*The Wm. Powell Co 

*Sherwood Manufacturing Company. 


*D. T. Williams Valve Co. 

CUPS, PRIMING 
*The Lunkenheimer Co. 

CUTTERS, BOLT, RIVET AND WIKE 
*H. K. Porter 
CUTTERS, MILLING 

*Detroit Twist Drill Co. 

CUTTERS, PIPE 
*The Borden Company 


*The Curtis & Curtis Co. 
*Toledo Pipe Threading 
CUTTERS, STORAGE BATTERY 
Porter. 


Machine Co. 


“Hn. EK. 


CUTTING DIES FOR LEATHER, PAPER AND 
CLOTH 
*The Hoggson & Pettis Mfg. 
CUTTING AND GRINDING OIL 
“Tuloyl’—American Agramid Corp 
CYLINDERS, WATER, AIR OR GAS 


Co. 


National Tube Co 

Wm. B. Scaife & Sons Co. 

CYLINDERS, WATER, BRASS AND BRASS 
LINE 

F. E. Meyers & Bro 

DIES, BOLT THREADING 

*The National Acme Company. 

DIES, BRASS — ee atest AND 
*RINTI 


Pittsburgh We, Company, In 


MULL QUPPILUES 





DIES, PIPE THREADING 
*The Borden Company. 
The Oster Mfg. Co. 

*Toledo Pipe Threading Machine Co. 
DISINFECTANTS 
—American Agramid Corp. 
DOGS, LATHE 
*Armstrong Bros. Tool Co. 

DRILLING 


*Armstrong Bros. Toel Co. 
*Lovejoy Tool Works 


‘Phenyle”’ 


POSTS 


DRILLS, BIT STOCK, FOR WOOD OK METAL 


*Detroit Twist Drill Co. 
DRILLS, BREAST 


“Pexto’’—The Peck, Stow & Wilcox Co. 





FRICTION CLUTCHES 
(See “Clutches, Friction’) 
GAGES 

Starrett Co. 
GAGES, WATER 
*American Injector Co. 


The L. §&. 


Crane Co. 

Detroit Brass & Malleable Works 

*Detroit Lubricator Co. 

*The Lunkenheimer Co. 

*McRae & Roberts Co. 

sphe Ohio Brass Co. 

*The Penn Engineering Co. 

*The Wm. Powell Co. 

Ss. S. P. Manufacturing Co. 

*Sterling & Skinner Mfg. Co. 
GASKETS 


: ie : *Jenkins Bros. 
DRILLS, ELECTRIC *New York Belting & Packing Co. 
*U. S. Electrical Tool Co. GEARS 
DRILLS, POST H. W. Caldwell & Son Co. 
*The Crescent Machine Co. *Dodge Sales & Engineering Co. 
: *W. A. Jones Foundry & Machine Ce, 
DRILLS, RATCHET *Medart Patent P ulley Co. 
*The Armstrong Bros. Tool Co. *Pyott Geo. W., Co. 

*Lovejoy Tool Works . : y 
““‘Pexto’’—The Peck, Stow & Wilcox Co. GEARS, RAWHIDE 
ake am, ; se “Yhicago Rawhide Mfg. Co. 
DRILLS, TWIST, CARBON AND HIGH SPEED ow. A. Jones Foundry & Machine Co. 


*Detroit Twist Drill Co. 
*Whitman & Barnes Mfg. Co. 
DRILLS, WIRE GAGE 
*Detroit Twist Drill Co. 
DROP FORGINGS 
Williams & Co. 

DRUMS, CAST TRON 
Jones Foundry & Machine 
Patent Pulley Co. 

Wood's Sons Co. 
DRUMS, STEEL RIM 
Patent Pulley Co. 
EJECTORS 
Injector Co. 
Manufacturing Company. 


ELIMINATORS, OIL 
Williams Valve Co. 


J. 


Ww. A 
*Medart 
Tr. 2 


Co. 


*Medart 


*American 
*Sherwood 
*The D. TF. 


ENGINE AND BOILER FITTINGS 
*American Injector Co. 





Crane Co. 
‘Gunther Governor’’—Wright Machine Co. 
*The Lunkenheimer Co. 


*McRae & 
*The Wm. 
*Sherwood 
*D. 


Roberts Co. 

Powell Co. 

Manufacturing Co. 

T. Williams Valve Co. 
ENGINES, HOISTING 

Fitler & Todd Co. 


EXPANDERS, BOILER TUBE 
*Lovejoy Tool Works 

FASTENERS, 

*Flexible Steel Lacing Co. 


FEED WATER SOFTENER AND 
*Dodge Sales & Engineering Co. 
Wm. B. Scaife & Sons Co. 


FILES 


Somers, 


BELT 


*Delta File Works, 
*Nicholson File Company. 


FILLERS, OILER 


Eagle Manufacturing Co. 
FILTERS, P ~eacemeee 
Wm. B. Scaife & Sons Co, 


FITTINGS, GAS FIXTURE 
Detroit Brass & Malleable Works. 
FITTINGS, PIPE, MALLEABLE 
Crane Co. 
Detroit Brass & Malleable Works. 
Illinois Malleable Iron Co. 


FLOOR STANDS 


*Bond Foundry & Machine Co. 
*Dodge Sales & Engineering Co. 
*The Hill Clutch Co. 

*W. A. Jones Foundry & Machine Co. 


*Medart Patent Pulley Co. 

*T. B. Wood’s Sons Co. 

*Valley Iron Works. 

FLUX, SOLDERING, ACID, PASTE, 
AND STEARINE 


Solder Co. 


FLY WHEELS, CAST IRON 
*Dodge Sales & Engineering Co. 
*The Hill Clutch Co, 
*w. A. Jones Foundry and Machine Co. 
*Medart Patent Pulley Co. 
“T. 


Chicago 


B. Wood's Sons Co. 


FORGES, RIVET 
Works 


FRAMES, WALL 
*Bond Foundry & Machine Co. 
*Dodge Sales & Engineering Co. 
*W. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co, 
*Valley Iron Works. 
*T. B. Wood's Sons Co. 


Tool 


*Lovejoy 


PURIFIER 


ROSIN 


GLUE HEATERS 
Electric 
GRATES, BOILER 
*Valley Iron Works. 

GREASE, 


Cook’s Sons. 
Foundry & Machine Co, 


GRINDERS, ELECTRIC 
Electrical Tool Co. 
GRINDERS, TOOLS, ROLLER BEARING 
Pulley & Shafting Co. 


GUARDS, ELECTRIC 
Steel Lacing Co. 


International Company 


LUBRICATING 
Adam 
*Royersford 


*U. S. 


"Chicago 
LAMP 


*Flexible 


GUNS, OIL AND GREASE 


*Royersford Foundry & Machine Co, 


HAMMERS, HAND 
“Pexto’’—The Peck, Stow & Wilcox Co. 
The Warren Tool & Forge Co. 


HANGERS, PIPE 
Joint’—The Penn Engineering Co. 
HANGERS, SHAFT 
*Bond Foundry & Machine Co. 
*Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co. 
*The Hill Clutch Co, 
*w. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 
*Royersford Foundry & Machine Co. 
*Standard Pressed Steel Co. 
*Valley Iron Works, 
*T. B. Wood’s Sons Co. 
HATCHETS 
The Peck, Stow & Wilcox Co. 


HEATERS, GLUE, ELECTRIC 
International Electric 
HOISTS, CHAIN 
*Wright Mfg. Co, 
*The Yale & Towne Mfg. Co. 


HOLDERS, TOOL 
*Armstrong Bros. Tool Co. 


HOOKS, BELT 
Steel Lacing Co. 

HOSE, COTTON 
*Empire Tire & Rubber Corp. 
*The B. F. Goodrich Rubber Co. 
*New York Belting & Packing Co. 


“Ball 


“‘Pexto”’— 


Company 


*Flexible 


HOSE, FIRE 
*Empire Tire & Rubber Corp. 
*The B. F. Goodrich Rubber Co. 


*New York Belting & Packing Co. 


HOSE, RUBBER 
*Empire Tire & Rubber Corp. 
*The B. F. Goodrich Rubber Co. 
*New York Belting & Packing Co. 
*United & Globe Rubber Co. 
HOSE, STEAM 
*Empire Tire & Rubber Corp. 
*The B. F. Goodrich Rubber Co. 
*New York Belting & Packing Co. 
HYDRAULIC LEATHER 
*Alexander Brothers 
*Chicago Rawhide Mfg. Co. 
*Chas. A. Schieren Co. 
ILLUMINATORS, 


So: &, F; 


GAUGE 

Manufacturing Co, 
INJECTORS 

*American Injector Co. 

*The Lunkenheimer Co. 


GLASS 
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KULL QuppLvss 


























The “HALLOWELL” 


STEEL BENCH LEG 


























Pat’d. and Pat’s. Pendg. 


Please write for our 


“HALLOWELL” STEEL BENCH LEG BULLETIN— 
because in it we give full and complete data covering this very 
interesting and meritorious line of ours. 


Even if not interested just now, you ought to know about the 
“Hallowell”—It Pays. 


Standard Pressed Steel Co. 


Jenkintown, Pa. 

















When writing to 
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"Sherwood Manutacturing Company. 
*The Wm. Powell Co, 
INKS, MARKING AND STENCIL 
Pittsburgh Stamp Company, Inc. 


JACKS, LIBTING 
*Lovejoy Tool Works 
LACH LEATUEL 


*Chicago Belting Co. 
*Chicago Rawhide Mfg. Co. 
*New York Leather iselting Co. 
*Chas, A. Schieren Co. 
*l. B. Williams & Sons 
LACING, BELT, 
Steel Lacing Co 
LAMP G . ARDS 
Steel Luciug ‘ 
LEATUER BEL TING 
(See “Belti as. Leather.’’) 
ATHES, SPEED 


METALLIC 
*Flexible 


*Flexible 


Bro 
AL KATHER SPECIALTIES 
re exander Brothers, 
° icago Belting Co. 
hicaee Rawhide Mfg. Co 
LEATHEKs, 
*Chicago Belting Co 
*Chicage Rawhide Mfg. ¢ 
‘EGS. ‘BENCH 
\ Foundry & 
*Standar *ressed Steel Co 
LETTERS AND Fr 1GU RES, STEEL 
Pittsburgh Stamy 
LUBRICANTS, BAL L '& “ROL LEK BEARING 
*Koyerstord Foundry & Machine vv 
Lao KE Rs, STEE 


Te 


HAND 











n Met li M 

Lt mnt ATOKS 

*American Injector Co. 

*Detroit Lubricator Co. 

*The Lunkenheimer Co 

*McRae & Roberts Co 

*The Wm. Powell Co. 

*Sherwood Manufacturing Company 

*The D. T. Wil hams Va 

MAC HINE 

Fitler & Todd Cc 

MACHINERY C ‘i. UTCHES 

The Carlyle Johnson Machine Co. 

“7 B. Wood's Sons 
MACHINERY, 

*Dodge 


ve Co. 
pea Ss 
Somers, 


COAL HANDL ING 

Sales & Engineering Co. 

*The Yale & Towne Mfg. Co. 

MACHINERY CONVEYING AND ELEVATING 
H. H. Caldwell & Son Co. 

*Dodge Sales Engineering Co. 

*The Hi 1 Clutch Co 


ra 





NULL SUPPLIES LS) 
Howe C hain Con Company. 

*W. A. Jones Foundry & Machine Co. 
MACHINEs, GKINDING AND POLISHING 


NAME PLATES 
Pittsburgh Stamp Co., Ing 
NUTS AND SOREWS 






*Koyersford Foundry & Machine Co. *The National Acme Co. 
MACHINES, MARKING, SPECIAL OAwUM 
Pittsburgh Stamp Company, Inc. W. O. Davey & Sons 
MACHINES, PIPE CUTLING & OLL WELL ACCESSORIES 
THREADING *The Wm. Powell Co. 


*The Borden Company. 
*The Curtis & Curtis Co. 
The Oster Mfg. Co. 
*Toledo Pipe Threading Machine C 
MACHINES, PUNCHING AND SHEARING 
*Royersford Foundry & Machine Co. 
MACHINES, oo _ WORKING , 
Peck, Stow & Wilc 
MAC HINERY, WOODWORKING 
*The Crescent Mz ichine Co. 
Somers, Fitler & Todd C 
MALLETS AND HAMMERS, 
*Chicago Rawhide Mfg. Co 
MATS AND MATTING, 
*Empire Sie & Rubber Corp. 
*The B. Goodrich Rubber Co, 


OLLERS, WELDED STEEL 
Manufacturing Co. 
OLLERS, PUMP 
Cannon’’—The Cannon Oiler Co. 
OILERS, LONG SPOUT, 
‘annon’—The Cannon Oiler Co, 
OLLING DEVICES 
*Amel can Injector Co. 
Crane Co 
*She rwood Manufacturing (¢ compa ny 
*The D. T. Williams Valve Co. 
*The Wm. Powell Co. 
OLLS, SOLUBLE 


Tuloyl” American Agramid Corp. 


Eagle 


RAWHIDE 
RUBBER 








*New York Belting & Packing Co. *Empire T Rey ig ced — 
MERCHANDISE CONVEYORS Bae . veal esa te a a 
— Hiollow Center Packing Co. 
F. E. Myers & Bro. ne *Montgomery Bros., Inc 
*Dodge Sales yoo se ce *New York Belting & Packing Co 
sodge saies & Engineer 4 5 vEE ’ re 
*Medart Patent Pulley Co. _ PACKING, ASBESTOS 
*Reeves Pulley Co. *E e Tire & Rubber Corp. 
MILLBOARD “Greene, weed & Co. . 
W. O. Davey & Sons. *Hollow Center Packing Co. 
MILL LEATHERS, ALL KINDS *Montgomery Bros., Inc, 
Chas. Bond Co., Philadelphia. PACKING, HYDRAULIC 
*Chicago Belting Co. *Chicago Rawhide Mfg. Co. 
*The Chicago Rawhide Mfg. Co. 2mpire Tire & Rubber Corp 
*Chas, A. Schieren Co. *The B. F. Goodrich Rubber Co. 
MILE SUPPLIES *Greene, Tweed & Co. 
Somers Fitler & Todd Co. *Hollow Center Packing Co. 
MILE SUPPLY CATALOGS *Montgomery Bros., Inc. 


*k. R. Donnelley 
*Wynkoop 


& Sons Co 
Hallenbeck Crawford Co. 


MOTORS, AUTOMOBILE 


*New York Belting & Packing Co. 


PACKING, LEATHER 


*Alexander Bros. 


*Reeves Pulley Co *Chicago Belting Co. 
MOVERS, CAR *Chicago Rawhide Mfg. Co. 

*Appleton Car-Mover Co. *Chas. A. Schieren Co. 
MULE STANDS 


PACKING, 
*Alexander Brothers 
*Empire Tire & Rubber Corp. 


PISTON 
*Bond 


*Dodge 


Foundry & Machine Co. 
Sales & Engineering Co. 


*W. A. Jones Foundry & Mac hine Co. *Greene, Tweed & Co. 

*Medart Patent Pulley Co. *Hollow Center Packing Co. 
*Geo. W. Pyott Co. *Montgomery Bros., Inc. 

*T. B. Woods’ Sons Co. PACKING, RING 
*Valley Iron Works 


*Empire Tire & Rubber Corp. 


LINESHAFT 














% Sime 







































































HTT STANDARD 
11 U.S. S. & S.A. E. Cap Screws ||| 
| 11 | U. S. S. Set Screws | 
ne S. A. E. Plain & Castellated Nuts _ ||| 
ra | | Standard Studs | 


Hn SPECIAL 


| 
| 

Screw machine product up to 4” || 
| 














an diam.—to specifications. 
Hardened and ground product 1] | 


—to specifications. 


TTT || CLEVELAND, OHIO Hy | 














New York Boston Chicago Detroit Buffalo | | | 

Warehouses: New York, Chicago | } | 

| Factories: Cleveland, O.; Montreal, P. Q. | | | || 
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| - aeenene 
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1 | | | i; | | | hea | | 
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FOUND at last 


The missing link be- 
tween your bank book 
scrap pile 


and_ the 





The ‘‘Use-em-up’’ Drill Socket 


Put those drills with twisted tangs to 
work. All that is necessary is to grind 
a flat on the remaining portion of the 
shank (time 3 minutes), and put them 
in the ““Use-Em-Up”™ Socket and they are 
better than when new. 


Lovejoy Tool Works 
American Specialty Co. 


328 West Ohio St., Chicago 








—all you need is this 
solder and heat” 


That’s what you tell your customer. Think 
what it means in getting and holding sol- 
der business. Fluxing—the hard part of 
soldering, the part that requires most ex- 








= 





W ood Choppers’ Tools 


USED mostly in out-of-the-way places, 
distant from any source of supply, 
wood choppers’ imauls and wedges must be 
dependable. 


Quikwerk mauls and wedges are made of 


high-grade steel, carefully heat-treated. 
That explains their splendid record for en- 
durance and the preference of so many 
woodsmen for them. 


We make wedges to suit any local need. 

{sk vour jobber for Quikwerk Tools 

nn 77 7 > * ’ 
The Warren Tool & Forge Co. 


258 Griswold St. Warren, Ohio 











ARR EMOREAU 


When writing to Advertisers please mention MILL Suprplirs 


pertness, the part that takes most of your 
time and requires most explanation when 
you sell solder to the layman—that part is 
eliminated by 


Have 
you 
tried 
it? 





The acid flux, scientifically prepared at the 
factory, is in the hollow core of this wire 
solder. Just before the solder is melted 
the flux is released and a perfect bond is 
the certain result. 

Send for a sample—use it yourself. When you see 
how much easier it is to do better work with this 
self-fluxing, genuine tin-and-lead solder, you'll 
know why itisin such great demand. It stocks 
two items is one: flux and solder So it’s as easy 
to handle and sell, as to use. 


Sold in one-pound cartons, and 
on one, five and ten pound spools. 


CHICAGO SOLDER COMPANY 
4215 Wrightwood Avenue Chicago 


Direct Factory Representatives: 
The Faucette-Huston Co., Chattanooga, Tenn. 
Louis J. Ziesel Co., 216 Market St., San Francisco 


























Wire Solder 








Sree Iry-out Coupon 


CHICAGO SOLDER COMPANY es MS 9-21 
4215 Wrightwood Avenue, Chicago, Illinois 
Gentlemen: Please send me a free sample of Kester Acid-Core 
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*Holtow Center 
*Montgomery Bros., 
*New York 


Packing Co. 

Inc. 

Belting & Packing Co. 

PACKING, ROD 

*Empire Tire & Rubber Corp. 

*Montgomery Bros., Inc 

*New York Belting & Packing Co. 
PACKING, RUBBER 

*Empire Tire & Rubber Corp. 

*The B. F. Goodrich Rubber Co. 

*Hollow Center Packing Co. 

*Montgomery Bros., Inc 

*New York Belting & Packing Co. 
PACKING, SHEET 

*Empire Tire & Rubber Corp. 

*The B. F. Goodrich Rubber Co. 

*Hollow Center Packing 

**“Jenkins ’96'’—Jenkins Bros 





Co. 


*Montgomery Bros., Inc 

*New York Belting & Packing Co 
PACKING, VALVE STEM 

*Empire Tire & Rubber Corp 

*Greene Tweed & Co 

*Hollow Center Packing Co 


*Montgomery 
*New York 


Bros In 

Belting & Packing Co 

PASTE, SOLDERING 
> Co 


: 


Chicago Solder 
PEGS OR PINS, RAWHIDE 
whi f , 


*Chicago R ie Mfg. Co 
PICKS 
The W ren Tool & Forge Co 
PIPE THREADING TOOLS 
*The Be en Company 
Crane 
*The Curtis & Curtis Co 


*Toledo Pipe Threading Machine Co 


PIPE, STEEL 
Natior Tube Co 
Crane 

PIPE, WROUGHT IRON 

Crane 
Somer I r & Todd Co 

PLATES, BASE 
*Bond Foundry & Machine Co 
*Dodge Sales & Engineering Co 
*Valley Iron Works 

PLATES, FLOOR AND CEILING 
Crane < 
The Penn Engineering Co 
PLIERS 
The Pect Stow & Wilcox Co 
PLUG, BRASS AND FUSIBLE 

*American Injector Co 
*The Wm. Powell Co 
*Sherwoo Manufacturing Company 
*The D. T. Williams Valve Co 





XLL QuPPLUSS 





POLES, TUBULAR STEEL 


National Tube Company 








POWER TRANSMISSION APPLIANCES 


*Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co. 
Edgemont Machine Co., The 


The Carlyle Johnson Machine Co. 


*The Hill 
Ww. A 
*Medart Patent Pulley Co 


Clutch Co. 


*The Moore & White Co. 

Pyott, Geo. W., Co. 
*Royersford Foundry & Machine 
*Standard Pressed Steel Co. 
*Valley Iron Works 

*T. B. Wood's Sons Co. 


Jones Foundry & Machine Co. 


Co. 


PRESSES (DRILL) JEWELERS’ SENSITIVE 


Leiman Bros. 
PRESSES, DRILL AND 


*Royersford Foundry & Machine 


rooT 
Co. 


LING 


Co. 


PRESSES, PAPER BA 
Somers, Fitler & Todd Co, 
PRINTERS AND BINDERS 
*R. R. Donnelley & Sons Co. 
*Wynkoop Hallenbeck Crawford 
PROTECTORS, ELECTRIC 


*Flexible Steel Lacing Co. 


Ss. S. P. Manufacturing 
PRUNING 
Peck, Stow 
PULLEY 


Arguto Oilless 


Co 
*‘Pexto” & Wilcox 


Bearing Co. 


LAMP 


PROTECTORS, GAUGE GLASS 


SHEARS 


Co. 


BUSHINGS 


PULLEY COVERING 


*Chicago Rawhide Mfg. Co. 


PULLEYS, CAST IRON 


Birkle Machine 
*Bond 
*Dodge 
*The 
ew. 
*Medart Patent Pulley Co. 
*George W. Pyott Co. 

*Royersford Foundry 
*Valley Iron Works. 


Works. 
Foundry & Machine Co 
Sales & Engineering Co. 
Hill Clutch Co. 


*T. B. Wood’s Sons Co. 
PULLEYS, CONE 

*W. A. Jones Foundry & Machi 

*Saginaw Mfg. Co. 

*T. B. Wood's Sons Co 


A. Jones Foundry & Machine Co. 


& Machine Co. 


line Co 


PULLEYS, CONVEYOR 


*Medart Patent Pulley Co. 
-T. a 


Wood's Sons Co. 


PULLEYS, FLANGE 


*Dodge 


Sales & Engineering Co. 
*The 


Hill Clutch Co 


*W. A. Jones Foundry & Machine Co. 


*Medart Patent Pulley 


Co. 
*The Ohio Valley Pulley Works, 


*Reeves Pulley Co. 
*Saginaw Mfg. Co. 


°*T. B. 


Wood's Sons Co. 


PULLEYS, FRICTION CLUTCH 


*Bond Foundry 


Inc, 


Machine Co. 


*Chicago Pulley & Shafting Co. 


*Dodge 


Sales 


*The Hill Clutch Co. 
The Carlyle Johnson Machine Co. 


ow. 


A. Jones Foundry & Machine 


& Engineering Co. 


Co. 


*Medart Patent Pulley Co. 


*The 


*George 


Moore & White Co. 
Ww. >: 


Pyott Co. 


*Reeves Pulley Co. 


TT. B. 


Wood's Sons Co. 


Valley Iron Works. 
PULLEYS, GROOVED 


Birkle 
*Dodge 


ow. 


*The 


*Dodge Sales & Engineering 


Paten 


Machine Works. 
Sales & Engineering Co. 

. Jones Foundry & Machine Co. 
*Reeves Pulley C 
Ohio Valley 
*Saginaw > 
*Medart 
a 


oO. 
Pulley 
Mfg. Co. 


Works, Inc. 


t Pulley Co. 


Wood's Sons Co 


PULLEYS, HEADED 
*Dodge Sales & Engineering Co. 
*Medart Patent Pulley Co. 
*Reeves Pulley Co. 
PULLEYS, IRON CENTER 


Co. 


*Medart Patent Pulley Co. 


*The Ohio Valley Pulley 


*Reeves Pulley Co. 


*Saginaw Mfg. 


Co. 


*T. B. Wood’s Sons Co. 


Chicago Pulley & Shafting 

Sales & Engineering 

Hill Clutch 

. Jones Foundry & Machine Co 
Co. 


*Dodge 


*The 


ew. 


PULLEYS, 


Co. 


*Medart Patent Pulley 
*Reeves Pulley Co. 


*The Ohio Valley Pulley Works, 
*George W. 


Pyott Co. 


*Saginaw Mfg. Co. 


Birk 
*W 


*The 


Ohio 


*Valley Iron Works. 
B. 


Wood's Sons Co. 


*Saginaw Mfg. Co. 


Works, Inc 


LOOSE 
Co. 
Co. 


Inc. 


PULLEYS, MOTOR 
le Machine Works. 
Jones Foundry & Machine Co 
Valley Pulley Works 
Wood's Sons Co. 
PULLEYS, STEEL 


*American Pulley Company 
*Dodge Sales & Engineering Co. 
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SLL QUPPLUIES 
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CE HYDRAULIC PY 

Our Branded Products Distributed Through 
Agents 

Jobbers and Dealers Supplied Under Private 
Brands 


MONTGOMERY BROS., 


INC. 
MANUFACTURERS 
45 S. Second St. Philadelphia, U. S. A. 











The Best and Most Powerful 
Car-Mover Made 


In strength, power and push the ATLAS Car-Mover 
is without an equal. The unique design — con 
struction of the spurs make slipping impossible 








One man with the ATLAS can easily move a lo ate “d 
ear, while 12 men without it can hardly budge an 
empty car. 





STANDARD IRON 
MOTOR PULLEYS 
FROM 1'4 TO 12 
INCH DIAMETER 
Shipped Within 24 
Hours After Receipt 
of Order 


Phone Main 754 
and 755 


126-128 South 
Clinton Street 














Let us tell you all about its many fea 
tures. Write for literature and pric aA 
Appleton 
Car-Mover Co. 


Appleton, Wis. 

















MASON 


Reducing Valves 
ARE STANDARD 


Do You Carry 
Them in Stock? 


MASON REGULATOR CO. 
BOSTON, MASS. 











s Bs ody Corporation 
Stam ~ ing Dept. “A” 
102 Mill Stre 


Salem, Ohio 

















PORTER’S BOLT CLIPPERS 
«<Easy’’, “(New Easy’’, “‘Allen Randall’’ 


F< 3 Styles—5 Sizes 
a SC 

> 
30 YEARS EXPERIENCE SSCEEETS Toe Buyer 
30 YEARS ADVERTISING 


THE GOODS FOR WHICH THERE IS A DEMAND 


H. K. PORTER, Everett, Mass. 











BENEFITS THE DEALER 














CANNON PUMP OILERS 





force oil anyw re without 
wasting a di op. Oil is en 
tirely ontr by pe 
ator in ud atever position 
the can is held Combine 
spec ith convenienc 
and economy Used in 
mil f tor ne 
sho o ocon C 
aut tract 

hinery 1 1 
Iu 

Spout Pu 

wit I 

s to 








" oiling 

shafting, hang 

. } Many mill. 

<4 : 

Ny jobbers n 
Y Cannon Pus np Oil- 

ers. If you do not, 

_ for descriptions 


FORCES 
THE OIL 
ANYWHERE pt 


The CANNON OILER CO. ‘Kelis. Ill. 


“spt pi 
oll 


























CD) 


Would you like to 


know about 


Sweetland Chuck 
Service? 











THE HOGGSON & PETTIS MFG. CO. 
| NEW HAVEN, CONN. 





























Advertisers mention Mint § 


When writing to 


please 








KMLL QUPPLUES 

















UGG Manufacturers OCEAN BRAND MANILA With Green Thread — 


= MANILA ROPE 


| Write us today asking about our special proposition on Rope 
























































for supply houses. 4 
E.T.RUGG & CO. dep ws NEWARK, OHIO | 
Ars Manufacturers OCEAN BRAND MANILA With Green Thread v.\-)- 



















































































PULLEYS, STEEL RIM ; wa PL NCHES, SCREW SAFETY DEVICES 
*Medart Patent Pulley Co. *Lovejoy Tool Works *The Crescent Machine Co. 
PULLEYS, STEP AND TAPER CONE PUNCHES, SHEET METAL *Dodge Sales & Engineering Co. 
*Dodge Sales & Engineering Co Peck, Stow & Wilcox Co. SAWS, BAND 
ew. A. Jones Foundry & Machine Co. iE al . * S, 
onnadent ep a Pul i. a veer iain ae <n Sieaacaae bE *The Crescent Machine Co, 
"he : alley Pulley Works rv . ‘[. case ot ~ 
ne eet ee me RAILS, ELECTRIC MOTOR ; SAWS, SWING, CUT-OFF 
*R pa Pulley Co. Birkle Machine Works. *The Crescent Machine Co. 
Saginaw Mfg. Co ; ; RASPS SCREW DRIVERS 
°*T B. Wood's S Co *Delta File Works. The Peck, Stow & Wilcox Co. 
PULLEYS, ‘woop SPLIT *Nicholson File Company. SCREW MACHINES, AUTOMATIC 
sDodge Sales & Engineering Co RATCHETS *The National Acme Company. : 
Medart Patent P\ ae *Armstrong Bros. Tool C 
*The Ohio Valley y Works, In a aa sine — is <CREW ’ y oT 
*Th hio lley ’ SCREW MACHINE PRODUCTS 
Ree ves Pulley Co REAMERS *The National Acme Company. 
*Saginaw Mfg. Co *Detroit Twist Drill Co. *Standard Pressed Steel Co. 
Pr t MPS, GAS AND VACUUM *Whitman & Barnes Mfg. Co. SCREWS, CAP AND SET 
f s, Cc S 
Leiman 7 -_ z : “stig ene ~ ' 
REGULATORS, PRESSURE . *Ferry Cz and Set Screw C 
PUMPS, onal AND POWER °*The Ohio Brass Co. Ferry up and Set Screw Co. 
F. on SCREWS, SAFETY SET 
PUMPS, JE! ‘ : ROPE DRIVES | *Ferry Cap and Set Screw Co. 
*American Injector ¢ ge Sales & Engineering Co. *The National Acme Company. 
*Sherwo¢ i Manufacturing Company a Af Yo = oo Uo. *Standard Pressed Steel Co. 
he Hill Clutch Co. 3 > Carlis . . 
PUMPS, “MINE Catest Paes Puliex Co. Strong, Carlisle & Hammond Co. 
F. E. Myers & Bro. *T. B. Woods’ Sons Co. SEPARATORS, OIL AND STEAM 
rue oll *The D. T, Williams Valve Co, 
*Detroit Lubri: Bp iudllag ROPE, MANILA AND SISAL 
J sheeted wees E. T. Rugg & Company SHAFTING 
= id ; 3 : *Bond Foundry & Machine Co. 
*The La unkenhein Co : : RUBBER GOODS, MECHANICAI Chicago Pulley & Shafting Co 
*Sherwood Manufacturing Company. Empire Tire & Rubbe Jor . ze Sale ~ Engineeri 0. 
PUMPS, TANK I e & Rubber Corp. Dodge Sales & Engineering Co. 
F. E. Myers & Bro ; “General Asbestos & Rubber Co, *The Hill Clutch Co. 
. & DMye! ak ee oe s v< *The B. F. Goodrich Rubber Co. The Carlyle Johnson Machine Co. 
PUNCHES AND DIES *Jenkins Bros *W. A. Jones Foundry & Machine Co. 
*Royersford Foundry & Machine Co. *New York Belting & Packing Co *Medart Patent Pulley Co 
a i al ite OL I, 














Howe Double-locked Combination Most Plumbers and Fitters Know Them as the 


Malleable Iron and Steel “Dependable” 
Chain Brass Goods 


A deveiopment of the old type and 


combination chains, which for 
years have been constructed with Malleable 
Fittings 






















the rivets flattened at one end only 
to lock them to the side links. 


Our improved design embodies the 
DOUBLE-LOCKED pin — machined flat 
at both ends, driven tight into machined 
holes in the side links—actually integral 
with the side links. Pins cannot work 
loose and wear in the side links. All 
wear distributed over a large area be- 
tween pin and barrel of center link— 
elongation is minimized. 


Not only through constant ad- 
vertising in trade papers but by 

years of actual experience 
with them. They are recognized 
by these trade marks. 


DYre 


Malleable 
Fittings 





Write for Catalog 100 
Sold Through Jobbers 


DETROIT BRASS & MALLEABLE WORKS 
Formerly Detroit Valve & Fittings and Detroit Brass Works 
Holden and Greenwood Ave., Detroit, Mich. 


N. Y¥. Office (Metropolitan District Only) 66 Cliff St. 
H. ROMEYN SMITH, Eastern Sales Manager 
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NLL QUPPILUES 


ARGUTO seanines 


Years of successful performance have established 
demand. A Stock of ARGUTO Oilless Bearings 


will bring you added profit from your territory 


























Here is another letter from one of our old customers:— 


“| have spent a couple hours today discussing your ARGUTO Oilless 
Bearings with the mechanical engineer of a very large machinery manu- 








facturer. 





“| showed him your catalog, and asked him what he thought of it. After 


(C) Arguto Oilless Bearing Co., 1919 looking it over, he pronounced it a fraud. 


“But when I told him that I know positively that your statements were 
indisputable facts, not from anybody's say so, but from my own tests 
of over four years’ actual wear of nine hours a day, he began to figure 
up saving of oil, cleanliness and labor.” 


And then he changed his mind and tried ARGUTO Bearings. That was 
more than four years ago. He has used them steadily since—to the 
Smoother Than Grease profit of his plant. 

Selling ARGUTO Oilless Bearings in your 

territory will be profitable to your customers 


as well as to your own pocket. Where shall 
we send full details? 


Outwears the Best Bronze Metal 


e ° 
Arguto Oilless Bearing Co. 
Pioneer Manufacturer of Oilless Bearings —_* 
151 Berkley Street Wayne Junction 
PHILADELPHIA 
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AIR AND GAS RECEIVERS ff: 2 | ) GALVANIZED AND PAINTED 
HYDRO-PNEUMATIC TANKS a 
‘ CAIFE @ ; 
HOT WATER STORAGE TANKS Lae a O°2 SONG ge 5 STEEL TANKS 
GASOLINE STORAGE SYSTEMS "im De eihupa es 
EXPANSION TANKS 38 S.DEARBORN ST. CHICAGO RIVETED, WELDED OR BRAZED 
STEEL SHIPPING BARRELS 26 CORTLANDT ST. NEW: YORK SEND FOR NEW CATALOGUE 











dad Foundry & Machine Co *Detroit Lubricator Co. TILING, -RUBBER, INTERLOCKING 
t . & Todd Co wane Brass = Mi: lleable Works *New York Belting & Packing Co. 
V« 16 sunkKennhelmer Oo, 
¢ ‘ lan turit ( TIRES, AUTOMOBILE 
: Standard Valve & Supply Co. *Empire Tire & Rubber Corp. 
SHAFTING, TUBULAR (MATERIAL FOR) *Sterling - Skinner Mfg. Co. = : — 
National Tube Company. Strong, rlyl * Hammond Co FOOLS, BORING 
SHEARS, SQUARING *The MeRa¢e toberts Co. *Armstrong Bros. Tool Co. 
: c : F *The m -owell Co. fe a 
Peck, Stow & Wilcox ¢ *The T. filliams Valve Co. TOOLS, CARPENTERS’, MACHINISTS AND 
“ ' = “9 
STEEL STAMPS AND MARKING DIES pray: __ WHERLWRIGHES 
Mfg. Co. *Nicholson File ¢ ompany. 
! The Peck, Stow & Wilcox Co. 
; 7 Warren Tool & Forge Co. 
, TOOLS, ELECTRICAL 
*U. S. Electrical T Co. 
STOCKS AND DIES a ee ae 
Company TOOLS, LATHE AND PLANER 
*Armstrong Bros. Tool Co, 


SHEAVES, MANILA AND WIRE KOPE 
*The Hil wiuten Vo Th eson , ettis 
wk to: Rasa a Saetine *The Hoggson & Pettis 
*Medart ater oO ‘ I r 
*George W ott STENCILS, SHIPPING 

*T. B. Wo ms Co , Gkammy Co. Ts 


SHELVING, STEEI 


SHIELDS, GAGE GLASS 


; ‘The Curtis & Curtis Co. TOOLS, PLUMBERS’ AND STEAMFITTERS’ 
SLEEVES AND SOCKETS, DRILI pie 5a A 


ading Machine Co *The Borden Company. 
: Ce: 
Curtis & Curtis Co. 
I 13 r Oster Mfg ‘ 
t 3 t AND WIRE TR TAT n> The Peck, Stow & Wilcox Co. 
sol pe ee ee I STRAPS, LEATHER ‘Toledo Pipe Threading Machine Co. 


1€ 





SNIPS AND SHEAKS STRAINERS 


(rar 
*The 
Stow & Wilcox Co erican Injecto > 


oO. Co 


“a Brothers 
Iti TORCHES 
tawhide Mf so. lagle Manufacturing Co 
Company STUDS, MILLED TRADE CATALOG PUBLISHERS 
SPROCKETS ‘ » and Bet Screw Co R. RR. Donn lley & Sons Co. , 
ldwell & Sons Co. *Wynkoop Hallenbeck Crawford Co 
Mfg. Co. TANKS, FOR AIR, GAS AND LIQUIDS TRANSMISSION, VARIABLE SPEED 
a Foundry & Machine Co Wm. B. Scaife & Sons Co. *The Moore & White Co. 
Sdeatue ae TANKS, SEAMLESS STEEL *Reeves Pulley Co. 
SQUARES, STEEL ae Sa es , TRAPS, STEAM, 
The Peck, Stow & Wilco Co a ; TAPE, RUBBER Pe — a ce a Co. 
STEAM SPECIALTIES ie L. 5. Starrett Co. : : sin > . 
*American Injector Co TAPS, COLLAPSING TROLLEYS, OVERHEAD 
. J T 4 ‘ . ’ } 


Crane Co oy Tool orks 


SOLDERING COPPERS, FLUX, PASTE AND 
SALTS 














You are interested in 
“Pittsburgh” Letters and Figures 
from a sales angle 





If you can develop a pleasant and profitable business in 
“Pittsburgh” Stamps, another source of complaint and 
lissatisfaction will have been removed. 

What you want is an article that will bring the cus- 
tomer back—not with a complaint but with an order for 
more. The usuai quality of “Pittsburgh” Stamps assures 
a rapid turnover—and a handsome profit. 

Here is the assistance we will give to you in developing 
sales for “Pittsburgh” Letters and Figures: 

1—Typewritten sales talks, for your salesmen, outlining 
the superior selling points of ‘‘Pittsburgh’’ Machine 
Made Stamps. 
-Co-operation of our Advertising Department in furnish- 
in cuts and writing copy for your next catalog. 
Polished sample stamp furnished for each of your sales- 
men to assist his talk. 


4—By appointment, our sales manager, Mr. Frank Weber, 
will coach your salesmen on the finer points of selling 
“Pittsburgh” Stamps. 


Let us prove to your entire satisfaction that a quality 
product is cheapest—both to buyer and seller. 


EST. 1913 
Pittsburgh Stamp Company, Inc. 
Canal Street, Pittsburgh 


Say it now on a postcard—“Send me details of your sales plan” 
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You want glue 
always at the 


right temperature 


< & o 
g ——— 7 


“INTERNATIONAL” 
Electric Glue Heaters 


Better work is assured when International Electric 
Glue Heaters are used. The fireless cooker principle 
of this heater keeps the glue at the correct tempera- 
ture for greatest tensile strength. 

No burn-outs with this heater—because there’s no 
water bath to boil dry. The even dry heat of the 
International gives you uniform glue, at a smaller 
consumption of current. 

Woodworkers and other manufacturers desirous of 
cutting glue expenses and improving glue-work 
should write for booklet, ‘Economical Glue 
Handling.” 


The enduring quality of 


Crescent 
Wood Working 
Machinery 


will eventually command the interested 
attention of all users of wood working 
machinery. Send for catalogue and price 
list so you will be prepared to quote when 
you receive inquiries. 


THE CRESCENT MACHINE CoO. 
96 Columbia St. 
LEETONIA, OHIO 


JNTERNATIONALSELECTRIC COMPANY “International 


Electric Heaters 
are better” 


ELECTRICAL HEATING APPLIANCES 


NAPOLIS. USA 


se “ss ee “sn SEER OE EEE ss ee *,". se ee *. 
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Satisfied Customers 


mean 


Profitable Business 


They—Fit your present hanger frames 
—Can be installed overnight 
——Lower your power costs at least 

10 per cent 
e three features alone of Sells Roller Bearings are surely 
your preferring them. 


1 


1 there is the split steel sleeve that fits snugly 

the soft shaft, protecting it from further wear. Phis 

patented exclusive advantage of Sells Roller Bearings. 

patent, incidentally, has many years yet to run before 
+1 inet 


Homestead %" Valves tis feature can he incorporated. oto any other bearing 


his list of installations. st a few of thousands 


Tu 
are rendering efficient service in countless Mills and Factor- oe Waggicrccrny "hat car a 
ies throughout this country on water, air andsteam lines; on 1 ipany h - also our book, Anti 
operating machines, and in other places where the service oe avnee ene Friction ‘ower = Transmis 
issevere. QThe next time your customers are in need of a de- nit 
pendable valve ona troublesome line, be sure to recommend 


Homestead Quarter-Turn Valves 
Made in the Straight-Way, Three-Way, Four-Way and Angle aay abcotiiens ee ; ; , 
patterns, of Brass, Semi-Steel, Monel Metal and special merican Car & Foundry € ——— plsaemi ~~ | 
compositions, in all sizes up to 6" and in all pressures to 5,000 hiccdee _— a 

Ibs. to the square inch. 


HOMESTEAD VALVE MFG. COMPANY S Pollerh MGS | 


Here are a few installations: 








HOMESTEAD 
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TUBING, STEEI a a —— & WASHERS, LEATHER 
ee en e m. Powe 0. * = ' vs 
*The D. T. Williams Valve Co. <Cetenan’ Multia’ oe 
rUBING, RUBBER ,ALVES. , t : *Chicago Rawhide Mfg. Co. 
= : " : V VES, HYDRAULIC & 
ew ork scliting & ‘| I ( 











Crane Co. 7a — 7 
UNIONS, BRASS AND IRON COMBINED — «fiomestead Valve Mfg. Co. WASHERS, RUBBER 
‘rane Co *Jenkins Bros. New York Belting & Packing Co. 
M ¢ e Iron C *The Wm. Powell Co. 
f ; as *The D. T. Williams Valve Co. WASTE, COTTON AND WOOL 
a VALVES, POP SAFETY AND RELIEF “Fhe J. Milton Hagy Waste Works. 
Mfg. ( crane Co. : WATER CLOSETS, FROST PROOF 
Detroit Lubricator Co. a 
VALVE STEM PACKING *The Lunkenheimer Co. Jos. A. Vogel Co. 
: *The Wm. Powell Co. ’ ee 
ed & ee Sceeee we WATER COLUMNS AND GAGES 
VALVES, AIR VALVES, PRESSURE REGULATING AND ek BP Manutctunae Co, 
&M Wo REDUCING 
M o ‘re > Co ¥ 5 ~ + 
C< Mas Regulator Co. WHEELS, GRINDING 
ne Co *The Ohio Brass Co. *New York Belting & Packing Co. 
VALVES. BALANCED. FLOAT VALVES, PUMP OR RUBBER WINCHES 
; : Ca Crane Co *The Yale & Towne Mfg. Co. 
*Empire Tire & Rubber Corp. 
VALVES, BLOW OFI *The B *. Goodrich Rubber Co. WIPING CLOTHS, MACHINERY 
*Jenkins Bros. = 
Si Mow Tork Maltinn & Peewiie Gs. *The J. Milton Hagy Waste Works. 


VALVES, RADIATOR WIRE SOLDER 


Detroit Brass & Malleable Works. Chicago Solder Co. 
*Detroit Lubricator Co. 


; *Jenkins Bros v4 . . 
VALVES, CHECK *The Lunkenheimer Co WRENCH SETS 
The Ohio Brass Co. *Armstrong Bros. Tool Co. 
The Wm — il Co 
The D. T. Williams Valve Co. WRENCHES, ADJUSTABLE 


VALVES, THROTTLE The Peck, Stow & Wilcox Co. 
*Detroit Lubricator Co. “ — . ’ - 
VALVES, HIGH PRESSURE * Jenkins aia, WRENCHES, ENGINEERS’ & MACHINISTS’ 
‘ *The Lunkenheimer Co *Armstrong Bros. Tool Co. ‘ 
M ( *The D. T. Williams Valve Co. “Pexto”’—The Peck, Stow & Wilcox Co. 


VISES, BENCH WRENCHES, PIPE 
\ ‘ SHAR, NAemer <7. The Peck, Stow & Wilcox Co. 
VALVES, GATE, GLOBE AND ANGLE VISES, PIPE WRENCHES, SOCKET 
! Crane Co om attr ~ 3r » 
i & M \ *The Chas. Parker Co *Armstrong Bros. Tool Co. 
\ Co *Curtis & Curtis Co. , r 
*Toledo Pipe Threading Machine Co. YARN, LATH 
*J. H. Williams & Co. E. T. Rugg & Company 


ALLIGATO. 


TRADE MARK REG.U.S.PAT.OFFICE — - : When Business Is Slow 











~ Best for Every aa 2 ee is the time to advertise. Keep 
Type of Belting The USED your name and your products 


5 CIEE before the buying public, and 

Nothing Strongest ve when they do buy, your invest- 

Needed But a a ment in advertising will be re- 
~_ Hammer Belt Lacing ig paid. 


You can keep in touch with 
Mill Supply Dealers in the 
United States continually by 
using the Engineering Direc- 
tory. Send for a copy if you 
do not have one. The price is 


ush Your ALLIGATOR Sales | ee ee ee 


ae ; year’s subscription 
Quick application, belt saving features, economy and genera 
satisfaction make ALLIGATOR Steel Belt Lacing the logical belt [i SUPPLIES. 
lacing to sell your trade. 4 
ALLIGATOR Steel Belt Lacing works equally well on any kind 
or thickness of power or conveyor belting. Anyone can put it on. 
Requires no tool but a hammer. Three minutes’ average time : - a 
makes a permanent, anne joint, with two working surfaces, that ) TT ) (OY}3 Wwe. 
is stronger than any other known, 3 AT ILI & SUPP LUES = 
ALLIGATOR Steel Belt Lacing is being advertised nationally oe 
to master mechani shop superintendents, purchasing agents, Fy 537 South Dearborn St 
executives, etc., in all ‘classes of publications, we mand is growing — ¥ 
stronger. A size and type for every need. Write on letterhead Pe 
for samples and trade prices. CHICAGO 
FLEXIBLE STEEL LACING CO. 
Manufacturers also of the famous FLEXCO-LOK Steel Lamp Guard 
4633 Lexington Street, Chicago, Ill., U.S. A. 
135 Finsbury Pavement, London, E. Se Leone 
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Send for 
complete 
catalogue 


U. S. ELECTRIC DRILLS AND GRINDERS 


THE U. S. ELECTRICAL TOOL CO. 


Boston, New York, Philadelphia, Pittsburgh, Detroit, Chicago, St. Louis, Cleveland 





Cincinnati, Ohio 














acne 


McCAULEY BELTING COMPANY 


LEATHER BELTING 


412-420 ORLEANS STREET, CHICAGO, ILL. 















































GIVE ME 
A TRIAL 


the next time you have some 
lifting to do. 














I can be depended upon 









_ My pedigree will be cheer- 
fully sent you. 















LISBON . 
Us “a 

















TheWhitman Paar Mfg.Co. 
TWIST DRILLS & REAMERS 


AKRON, OHIO, U.S.A. NEW YORK LONDON 








Cit THREADS PIPE ACCURATELY 





REQUIRES 


Less Power— 
Less Space— 
Smaller 
Investment 


The electric driven type 
of Forbes pipe cutting and 
threading machine excels 
the heavy lathe bed type 

of machine in requiring 
about one-fourth the power to run it, one-fourth the 
floor space to install it, and about one-half the money 
to buy it. 


It is complete and self-contained, having self-centering 
vise, automatic cutting off attachment, oil pump and 
strainer, countershaft, and full set of dies and cutting 
off tools. 





Sold by mill supply dealers. Ask 
for catalog and revised price Ist. 
CURTIS & CURTIS CO. 


354 Garden Street Bridgeport, Conn. 
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“Chicago Rawhide”’ 
Lace Leather and Cut Lacing 


“SELECTED™ cut Lacing 
rome Cte «| MECHANICAL Rete Lester ] 


pee 


J Made 

from the 

best green 

salted Packer 

Hides. _ Strictly 

a MECHANICAL 

RAWHIDE Leath- 

er for Belt Lacing purposes. 

By all means sell a high grade Belt Lacing because 

there is nothing so costly in power transmission as 

poor belt lacings. We know from experience that a 

dealer who will carry a stock of our “Chicago Raw- 

hide Selected’? Mechanical Belt Lacing will double his 
sales in this line in one year. 


“CHICAGO RAWHIDE?” Lace Leather and Cut Lac- 
ing will give double the service of the ordinary chemi- 
cal rawhide or surface tanned leather. 


OUR PRODUCTS 


include “Krome” and Indian Tanned Lace Leather and Out 
Lacing—Rawhide and “Krome” Flat Beltings, also Round 
and Twisted Belting—Rawhide Hammers and Malletse— 


mage ag Packings, Cups and U Leathers—Leather Special- 
es, etc. 


If made of leather for hanical purposes, we make it. 


Write for Dealer's Terms 
37° The Chicago Rawhide Mfg. Co. 
_ 1301 Elston Ave., Chicago 


New England Branch: LEWIS E. TRACY CoO., 
127 Broad Street, Boston 











KER VISES 


PIONEERS 13842 LEADERS EVER SINCE 


PARKER SUPERIOR SAYS 


7 Reasons Why— 


of special tool steel, milled, 
fitted and pinned on from 
the top,.a renewable jaw 
that will not work loose. 


79 years’ experience have 
taught us how to build bet- 
ter vises. 


Send for Catalogue 


The Charles Parker Co. 


WV ister Vise M 


Meriden, Conn. 


U.S. A. 

















MYERS sttibozen 











The man who has had experience in the care and 
operation of power pumps is quick to realize the 
positive oiling system, the covered working parts, 
the extra large valves, improved method of power 
application and other late features of MYERS 
SELF-OILING BULLDOZER POWER PUMPS 
mean in the way of better pumping service, while 


The man who is purchasing his first power pump is easily 
convinced these same features will surely mean much to him 
in economical and dependable service when comparison is made 
between the old and this modern Myers Pump. 

Your sales field reaches out to all classes of prospects. 
Make them successful and profitable with MYERS-OILING 
BULLDOZER POWER PUMPS—the general service pumps 
tor home, farm or factory. 


Literature and prices to the trade 


The F. E. Myers & Bro. Co. 


A shland, Ohio 








EDGEMONT 
FRICTION 


Co-operation for Extended 
Sleeve Plate 


“Edgemont” Dealers © “77 ¢’ 


Our engineering department is at your service at all times to 
advise on the proper clutch installation. Our dealers find this 
most helpful, as many unusual clutch problems are submitted to 
them for advice. 


The successful operation of Edgemont clutches is assured 
when the proper size and type of clutch is selected. By advising 
our engineering department of conditions, the proper clutch is 
supplied, fully able to handle the drive. This technical service 
breeds good will and confidence between “Edgemont” dealers 
and their customers. 


Write for the Edgemont 
Dealer Proposition 


EDGEMONT MACHINE CO., INC. 
DAYTON, OHIO 
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LD Dobbin” - still holds 
forth as an important fac- 
tor in the operation of our 


husiness — trucking the ever- 
flowing supply of the “nations 
quality products from the freight 
terminals to our warehouses. 

Speedy Auto-Cars, running on 
accurate daily schedule, cover the 
highways and byways of the Pitts- 
burgh district—“delivering the goods” 





to our customers on time. 


Somers, Fitler & Todd Co.., 


327 Water St. — —— Pittsburgh, Pa. 
Some of our Trucks and Wagons MEANGieliD iano 6 rT ere| SUPPLIES 


Tougher by Test! 


f. 9 
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‘yS your set-screw business fall- 
ing off, holding its own, or 
constantly increasing? 
“Tougher by test”’—the test of 
wear, knocks, and twists—is the 
only solid basis for a repeat-order 
business and good ammunition for 
new sales. That’s the reason for 
Mac-it success. 


Mac-its are so husky all through 
that we dare you to twist a head 
off 


We'll send a sample and block 
free to help you make the test 
(shown above). When convinced, 


ALLARD 











ee make Mac-it endurance your sales 
Me insurance. Our advertising will 
help you. 


Prices and samples? 


THE STRONG, CARLISLE & 
HAMMOND CO. 
1394 W. 3rd St., Cleveland 


Boston, Detroit, Philadelphia 
New York, Chicago 


A *8” set-screw forced through solid steel: The illus- 
tration shows a Mac-it set-screw driven with a 14-inch 
wrench into a solid block of steel. Observe how a but- 
ton of solid steel was forced out in advance of the Mac-it. 
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Squate-head, headless, hollow, tool-post 








